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“THE BAILEY SYSTEM, ” Inc. 


General Offices, 11 South La Salle St. Phone State 7761 
CHICAGO, ILLINOIS 


ITH an ALL MILLION DOLLAR YEAR AND 
BETTER group of men who are successful and finan- 


cially happy. 


This “HUMAN MACHINE” of SUPER-DELUXE life 
underwriters is now being increased from a Two Million a 
month production to a Ten Million per month production, in a 
nation-wide Bequest Campaign requiring SUPERIOR life 
underwriters, between the ages of twenty-five and forty-five, 
men who are now successful, but with ambition and capacity 
for greater success. 


This program demands men who possess tact and diplomacy, 
character and ability plus a SUPERIOR KNOWLEDGE in 
life underwriting and only those WHO LOOK THE PART. 


To such unusual men this unusual connection offers a guaran- 
teed salary of $6,000 per year and a bonus plus an opportunity 
to advance yourself to a “no-limit” income. You will be guar- 
anteed from ten to twenty interviews per day, plus a program 
that will close 80% of your interviews. 


If you have the ability to recognize a truly SUPERIOR CON- 
NECTION as well as a permanent one covering the United 
States, then mail us a photograph of yourself and ask for an 
application which will be both carefully and confidentially con- 
sidered. Then if you qualify, 


FALL IN LINE WITH THE “BIG PARADE” 


Address your communication setting out all of your 
qualifications to Fred Bailey, President, 
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building material. 























IF YOU ARE GOING TO BUILD— 


A clientele of satisfied policyholders you will need first class tools and high grade 


The tool chest of the International Life man is fully equipped, and the material 
with which he works is of the finest quality—it is open to you for inspection: 


Participating and Non-Participating 
Group—Association—Juvenile 
Age Limits 3 months to 70 years 


Policy Limits $500 to $500,000 


“A Company 
willing to Pay 
the Price Required 
to Give Service” 


Non-Medical 
Disability and Double Indemnity 
Liberal Sub-Standard Service 
Excellent Dividend Payments 
5% Compound Annual Interest (present rate) 
on Trust Funds and Dividends left 
on deposit with the Company 


International Life Insurance Co. 


St. Louis, Missouri 


ROY C. TOOMBS, President 
W. F. GRANTGES, Ist Vice-Pres. and Gen’l Mgr. of Agents 
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THE HOME LIFE 


A Company of Opportunities 


In a recent letter to the Agency Force, Ethelbert 
Ide Low, President of this Company, said: 


“I am ambitious that this Com- 
pany shall not only give to its 
policyholders the ultimate in 
life insurance service, but that 
it shall be a good Company to 
work for. I want it to offer to 
the men and women associated 
with it the widest scope for the 
exercise and development of 
their abilities and the oppor- 
tunity to go just as far as those 
abilities and their ambition will 
carry them.” 








On Agency matters address: 


James A. Fulton 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 BROADWAY, NEW YORK CITY 























GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down—not out. 








When certain laudable results are 
obtained in any line of business, there 
must be a reason for them. 

You ask what is the reason for our 
success? Itis the result of persistent 
effort—PLUS. If you, Mr. Agent, 
are interested enough to wish to 
know what the word “PLUS” im- 
plies in this connection, write me 
and I'll tell you. 


E. JOHNSON, AGENCY MANAGER 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 
Chicago, Ill. 
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If you are interested in selling life 
‘ insurance you will be interested in the 
In key to the Gem City Life’s record of 

increasing assets and insurance-in- 


force nearly ten fold in ten years. 
ten years 


10 


TIMES 


THE ; 
If you will write I. A. Morrissett, 
INSURANCE vice-president, he will be glad to give 
& 
IN you complete details of our agency 
contract and reasons why it will pay 
FORCE 


you to join the Gem City Life. 
emnocnemmecttiniesnene 


TERRITORY OPEN 
In Ohio, Michigan, Dis- 
trict of Columbia, West 
Virginia, Georgia, Ala- 
bama and Louisiana. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of participat- 
ing and nonparticipating contracts, 
group insurance and accident and 
health coverage, will be found the real 
reasons for the success of the Gem 
City Life agents. In the success of 
our agents lies our success also. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I. A. MORRISSETT, 
Vice President 














Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If vou have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 


The standard size is $2.25 and the large size, 
$3.75. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65¢ to $5.00 


E. L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Blvd. 
Telephone Wabash 3933 


Chicago, Ill. 




















OPPORTUNITIES 


The Midland Mutual Life Insurance Company offers: 


Low net costs, sub-standard service, low premiums 
for men, women and children, a full line of Life, En- 
-dowment, Annuities and Retirement Income Con- 
tracts backed by a history of real achievement. 


Last year 94% of applications were issued as applied 
for; less than 6/10 of 1% declined—the balance is- 
sued sub-standard. Mortality ratio 25.9. 


Policy proceeds left with Company earn 5%, Divi- 
dends left to accumulate earn 434%. 


Our General Agent’s contract will enable you to 
establish a business of your own on a substantial 
and profitable basis. If you are interested in the 
following territory, write us: 


i Illinois, Indiana, Michigan, Maryland, New Jersey, 
California, Pennsylvania, Virginia, West Virginia. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO 


COLUMBUS, OHIO 


“Its Performances Exceed Its Promises” 























KANSAS 


GENERAL 
AGENCY 


OPENINGS 


In Kansas a well established life company has a few openings for 
men who desire to have a general agency of their own. This may 
be your opportunity. It costs almost nothing to find out. A 2c- 
stamp and a little time is all. Address C-57, care of The National 
Underwriter. 
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LET THESE CONVINCERS HELP YOU SELL MORE INSURANCE 


C-1—WHERE WILL YOU BE AT 65 


cc Convincers. Price $1.50 

Each has proven especially successful in selling salaried 
and professional men and women. Add this to your tools 
of canvass and you will “Get the Bacon” more often 
in the form of additional sales. 


C-2—BRAIN INSURANCE 
25 “To the Point” Illustrations. Price $1.50 
Advertisements, of forced sales caused by death of Busi- 
ness men without life insurance. Illustrations of cases 
where life insurance was carried and it saved the busi- 
ness. Sample Business Insurance Briefs, cuts, etc., 


demonstrating needs for Business Insurance. These have 
helped to many large cies. They can help you. 
C-3—BRAIN INSURANCE AND 
CREDIT 


43 Selling Demonstrations. Price $2.50 


Letters from banks, Financial Statements, 
ments that appeal to the Business Man showing how 
Life Insurance helps his credit. Don’t you have a pros- 
pect that this can help you with. 


C-4—EDUCATIONS GUARANTEED 
11 Charts, Pictures, Etc. Price $.75 
Statistics on value of education to children. Heart touch- 
ing P pictures, Charts, etc. If you have a prospect with 
dren you can use this to your gain. 


C-5—COST OF DELAY 
27 Sheets. Price $1.50 


Absolutely convincing material to use on your prospects 
who want to put off buying Life Insurance. Worth many 
its cost for closing cases. 


C-6-—WHAT LEADERS THINK 
16 Sheets. Price $1.25 


Coolidge Jy = } ne of * ipuranes — | em 
fg enny, ~ yo ay, Edwar or- 
dan, John Wanamaker and others giving the strongest 
kind of endorsement to Life Insurance These will an- 
swer almost any objection. 


advertise- 





C-7—INVESTMENTS FOR WIDOWS?? 


34 Clinchers for Married Men. Price $2.00 

A gold mine of convincing Newspaper Clippings, stock 
market records, statements of such men as Andrew 
Carnegie as to hazards of investment when an estate is 
left to a widow in other form than income life insurance. 





C-8—DEFINITE GUARANTEED 
INCOMES 


34 Sheets. Price $2.00 
An assembly of cuts, pictures, experiences from real 
life of widows and orphans of once wealthy men that 
should touch the heart of your hardest and 
cause him to buy enough life insurance from you to 
protect his loved ones. 


C-9—EVEN THE WEALTHY NEED IT 


14 Sheets. Price $1.00 

If you ever need to convince a wealthy man of his need 
for life insurance you can do it with this collection 
experience of men now wealthy and others who are 
“has-beens” so far as wealth is concerned. 


C-10—TWO KINDS OF ESTATES 
28 Sheets. Price $1.75 


Here’s enough data and proof to convince any doubting 
Thomas as to the superior value of a “Life Insurance 
Estate” over a “General Property Estate.” And that’s 
what you need to do to get a man to put his savings 
into life insurance instead of into other properties. 


C-11—INHERITANCE TAX INSUR- 
ANCE 
23 Sheets. Price $1.50 


Illustrations of Estates that have been tremendously re 
duced by inheritance taxes. And recommendations, from 
Outstanding men and institutions, of Life Insurance to 
prevent this. 


1. “The Optic Nerve, as shown 
above is 18 times larger than the 
nerves of the ear.” 


2. “The eye transmits its impres- 
sions to the brain 25 times faster 
than the ear.” 





3. “When you talk with pictures or 
illustrations, you use both the 
eyes and the ears of listeners in 
making them grasp your thought. 
In 87 cases out of 100, a mental 
picture can best be created vis- 
ually.” 


Men Get 78% of 
Their Impressions Through 
Their Eyes 


Use This Principle and 
Prove Its Power 


Order Convincers To-day 


yo may order them, enclosing remit- 
tance, and use them for ten days in 
your work and if they don’t help you, re- 
turn them to us and we'll cheerfully refund 
all you’ve paid, immediately upon their re- 
ceipt. 
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DIAMOND LIFE BULLETINS, 
420 EAST FOURTH STREET, 
CINCINNATI, OHIO. 
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the Convincers marked below on ten days’ approval. 
Complete sets at $15.00 each 
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MORE DIRECT CONTROL 
OF BUREAU PLANNED 


Members of American Life Con- 
vention Executive Committee 
Will Purchase Stock 


PROFIT CURRENTLY MADE 





Scope of Organization Is to Be Consid- | 


erably Enlarged Within Next 
Few Months 


Final plans for placing the American 
Service Bureau under more direct con- 
trol of the American Life Convention 
will be considered at the meeting of the 
executive committee 
to be held in New York City the first 
week in December. 

The American Life Convention at its 
annual meeting held in Dallas, Tex., 
October 26-28, voted in favor of closer 


FURTHER STOCK INCREASE | HILLSMAN TAYLOR IS 


BY PACIFIC MUTUAL SEEN 





SHARES MAKE BIG ADVANCE 


Varied Rumors Afloat in Los Angeles | 


as to Exact Character of New 
Arrangement 





LOS ANGELES, Nov. 17.—The re- 
cent advance in the price of stock of the 
Pacific Mutual Life on the Los An- 
geles Stock Exchange has been fol- 


| resignation of 


lowed by rumors of a stock split-up, in- | 


creased capitalization with new 


| for shareholders, or a special distribu- 
| tion of some character. 


of the convention | 


It was reported last Friday as emanat- 


rights | 


| duties. 


ing from a source close to the company | 


that directors of the Pacific Mutual are 
considering a split-up of the company’s 
capital stock from a par value of $100 


to $25 par value, and that action along 


this line will be taken in time to sub- 


| mit the proposal to the stockholders at 
| the annual meeting in February. 


cooperation between the convention and | 


the bureau. With this end in view, the 
members of the executive committee of 
the convention will individually pur- 
chase the stock of the bureau and be- 
come the board of directors of 
inspection organization. Such stock 
will be held by the members only so 
long as they are members of the execu- 
tive committee, and on their retirement 
they will transfer the stock to their suc- 
cessors in office. All profits of the or- 
ganization will, of course, be donated to 
the American Life Convention under an 
agreement to that effect entered into by 
all members of the executive committee. 
rhus the bureau will retain its corporate | 
entity distinct from the convention and 
will operate legally as a separate organ- 
ization. 
Operating Surplus Reported 


For the first time in its history the 
Bureau reported an operating surplus to 
the convention at the Dallas meeting. 
Naturally, during the period of early 
development the bureau was called on 
to make a large expenditure of capital, 
and necessarily a substantial deficit was 
experienced. From the beginning of 
1925, however, the bureau has shown a 
regular operating profit each month, and 
the deficit has been steadily reduced 
until it was entirely wiped out in Sep- | 
tember of this year. At present the 
Organization is making an average 
monthly profit of approximately $1,500. 
It has recently been appraised by disin- 
terested appraisers at approximately 
$250,000. This appraisal represents its 
value as a going concern. 


Advanced Funds 


Convention 


The bureau is capitalized at $10,000, | 
but only $1,000 of stock has been issued | 
and outstanding. In lieu of capital or | 
bonded indebtedness which would cus- 
tomarily be utilized by such an organi- | 
zation to finance its development and 
operation, the bureau was advanced 
funds by the convention and its mem- | 
ber companies. 

At the Dallas meeting the convention | 


the | 


An increase in capital from $3,000,000 
to $4,000,000 was approved at the last 
annual meeting and the 10,000 additional 
shares were sold to shareholders at 
$200 a share on basis of one share of 
new stock for every three shares then 
held 


See Further Capital Increase 
In order to provide for any further | 
rights or stock dividends, it will be 


| necessary for the company to further | 


| increase its authorized capital. 


: One pre- 
diction is to the effect that the capital 
stock will be increased from $4,000,000 


to $5,000,000, with a split-up of present | 
shares four for one, with a 25 percent | 


stock dividend. The belief is enter- 
l be 


tained by others that the stock will 


split up four for one and rights to sub- | 


scribe for additional shares will be is- 
sued to stockholders to effect a capitali- 
zation of $5,000,000, one new share 
be offered stockholders for every four 
shares now held. 

It is also predicted in some quarters 


to 


that an extra cash dividend will be de- | 


clared as a special Christmas distribu- 
tion and that the regular annual divi- 
dend rate of $20 a share will be in- 
creased. 

Nothing definite with respect to the 
action of the board of directors will be 
known until its next meeting, but the 
advance in price of the stock indicates 
that some move is contemplated that 
will materially benefit shareholders. 
From a low of $790 to a high last week 
of $825 the stock gained 35 points. On 
the rights offered stockholders early this 
year the stock advanced 130 points, or 
from $975 to $1,105, the shares being 
sold ex-rights at 800. 








authorized the refunding and retirement 


! of this indebtedness. The plan is to pay 
| 20 percent of the company indebtedness 


on Dec. 15, the remainder of such in- 

debtedness to be retired over a maxi- 

mum period of four years. 
Headquarters in St. Louis 


Today the bureau has its main office 
in St. Louis, in connection with the con- 
vention offices, branch offices in 20 
cities, and direct reporting stations in 

(CONTINUED ON PAGE 14) 








MADE COMPANY HEAD 


SUCCEEDS M. E. SINGLETON 


Former Vice-President of Missouri State 
Life Steps Into Place Vacated 
by Retiring President 


Hillsman Taylor has succeded Marvin 
E. Singleton as executive head of the 
Missouri State Life of St. Louis. The 
Mr. Singleton as presi- 
dent was tendered to the board Nov. 9, 
and late the following day Mr. Taylor 
was chosen to take over the executive 
Mr. Singleton also resigned 
from the board of directors, while his 
son, E. C. Singleton, has resigned as 
vice-president, effective Dec. 1. 

While Mr. Taylor becomes its execu- 
tive head immediately, the company will 





HILLSMAN TAYLOR 
New President Missouri! State Life 


not formally elect a new president until 
the annual meeting of the board of di- 
rectors to be held next January. Mr. 
Taylor will be elected president at the 
January meeting. 

Singleton Continued After Sale 


When Mr. Singleton and other prom- 
nent St. Louisians sold control of the 
Missouri State Life to Rogers Caldwell 
of Caldwell & Co., Nashville, Tenn., in 
February, 1926, the president of the 
company was allowed a special bonus on 
his stock holdings in consideration for 
his continuing with the company until 
the new owners could find a new execu- 
tive head. Caldwell & Co. made final 
payment on the St. Louis stock in Feb- 
ruary, 1927, a month after Mr. Singleton 
had been re-elected president. When 
they originally purchased control of the 
Missouri State Life the Caldwell inter- 
ests gave serious thought to going out- 
side their own organization for a man 
to succeed Mr. Singleton as president. 

However, the development of Mr. 
Taylor as an insurance executive has 
been little short of extraordinary, and 
insurance men who have watched his 

(CONTINUED ON PAGE 14) 





| INSURANCE ENDORSED 


BY SENATOR CAPPER 


Speaks to Topeka Life Under- 
writers of Their Influence on 
Farm Debt 





CITES IMPORTANT WORK 


Says This Business Can Greatly Aid 
Agriculture—Urges Campaign 
by Life Men 





rOPEKA, KAN., Nov. 17.—Senator 
Arthur Capper of Kansas, well 
known as the owner of one of the larg- 


also 


est group of farm papers in the country, 
was the speaker before the November 
meeting of the Topeka Life Underwrit 
ers Association on the subject, “Wiping 
Out Debts with Life 
Senator Capper made a forceful appeal 


Farm Insurance,” 


for life insurance, showing it to be one 
of the vital factors available to mect the 
present day farm problem. He said, in 


part 


Ne One Solution 


any one solution of the 
farm problem. Legislation alone won't 
do it. All of us realize that. Reducing 
the tax burden alone won't do it. Lower 
freight rates alone won't do it. Control 
of the surplus alone won't do it. All 
these combined may not do it. 

“But to my mind the life insurance 
companies of the United States have it 
in their power to do more toward wiping 
out the mortgage debt of the farms of 
the country than any other agency, per- 
haps all other agencies combined. 

“No man can take his wealth with him 
when he dies. But he can take his 
mortgage with him—through life insur- 
ance, 


“There isn't 


Huge Mortgage Total 


“Now the mortgage debt on the tarms 
of this country is a staggering burden, 
when you stop to consider it. It has in- 
creased from $4,000,000,000 to nearly 
$12,000,000,000, I have been informed, in 
the past 20 years. The interest on the 
farm mortgages of this country runs 
better than $750,000,000. We think of 
the federal government as being heavily 
in debt with $18,000,000,000 principal. 
But the farmers are carrying two-thirds 
that much, and paying a higher rate of 
interest than the government. 

“The average mortgage on the 1,128,- 
207 farms owned by the farmers oper- 
ating them, as reported by the Depart- 
ment of Commerce—these figures do 
not take into account the farms operated 
by managers or tenants—was a little 
over $4,000 in 1925. 


Debt Easy to Wipe Out 


“Now you can see it would be theo- 
retically possible to wipe out this entire 
debt.if the owners of these mortgaged 
farms carried an average life policy for 
$4,000. 

“Actually, a large part of it could be 
wiped out, and I hope to see this line of 
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life insurance developed in the next few 
years. 
Is Task for Underwriters 

“It is a large job for the life insurance 
men. It is a worth while job. It is a 
field that hardly has been tapped at all. 
It will be big business—enough insur- 
ance to cover the mortgage would be 
only a starter. The farmer who wants 
to send his children to college, and most 
of them do, for some reason, would be 
interested in your educational policies. 

“It will not only be big business. It 
will be a real service to agriculture and 
to the country as a whole. The plan is 
worth while. I suggest that you study 
it. The pioneers will reap the richest 
harvest, and render the most service. 

“T realize it will take a new technique 
in selling insurance. In some respects 
the farmer is a tough customer as a 
prospect. He has a different psychology 
than the city man. He is not as fa- 
miliar with the idea of insurance as the 
city man. On the other hand, if rightly 
approached, he has, in my judgment, a 
more logical, though possibly not as 
keenly alert, mind than has the city 
man. 

Endorses Life Insurance 

“We of the Capper publications have 
been believers in life insurance to pro- 
tect estates against mortgage debt for 
some time. We have advocated it 
through our farm publications. We be- 
lieve the idea is taking hold. I have 
received hundreds of letters in the last 
three months from farmers in regard to 
the matter, all of them interested, most 
of them favorably interested, in life in- 
surance as a protection against farm in- 
debtedness. 

“I thoroughly believe this is a practt- 
cal way in which a large portion of the 
staggering debt of farm mortgages can 
be eliminated in a generation. Business 
men have formed the habit of covering 
their indebtedness with life insurance. 
It would be possible to cover the farm 
mortgage debt with life insurance. 


What Insurance Will Cost 


“As I stated before, the average farm 
mortgage debt is approximately $4,000. 
An ordinary life policy, taken at 35 
years, I am informed, would average 
approximately $70 a year if carried dur- 
ing the average expectancy, some 32 
Short term 


years, of a man that age. 
insurance can be obtained for less than 
$50 a year. 

“There are few farmers who could not 


put forth the extra effort to meet pay- 
ments on a policy that would leave their 
farms clear to their families. An extra 
litter of pigs, a hundred hens properly 
managed—there are many ways in 
which the premiums could be met. 

“I believe the plan is feasible, prac- 
ticable, for the large proportion of farm- 
ers with mortgages. A total coverage, 
of course, would be an ideal not likely 
to be attained. But so much of the 
mortgage debt could be covered that the 
mortgage no longer would be a menace 
to agriculture and rural institutions, but 
would return to its proper place as an 
investment to promote development.” 


Farmers Union Insurance Meeting 


More than 300 Farmers Union insur- 
ance men attended a convention held 
last week at Jamestown, N. D. The 
following officers of the Farmers Union 
were in attendance: Charles S. Barrett, 
Union City, Ga., national president; 
Milo Reno, state president of Iowa; Ed 
Dunn of Iowa, national organizer; At- 
torney M. W. Hatcher of Minneapolis, 
head of the Union grain terminal de- 
partment, and A. W. Rickert, St. Paul, 
editor of “Farmers Union.” 

Thursday was taken up with discus- 
sion of policies of insurance. 

Magnus Johnson, former United States 
senator, was a convention § speaker, 
making a plea for the McNary-Hau- 
ger bill, as the only cure for farm ills. 
Governor Sorlie welcomed the union to 
the state and stated that he was willing 
to get behind any organization that will 
help the farmers market grain. 


know the results next month. 


-business. 





OCTOBER BIG MONTH 
IN CHICAGO OFFICES 


SEPTEMBER RECORDS BROKEN 





Educational Activities During Summer 
Credited with Good Share of 
Business Increase 


October was so far better than Sep- 
tember in written and paid-for business 
in most Chicago offices of life compa- 
nies that managers and general agents 
are trying to learn either why September 
was so bad or October so good. No 
office reports much, if any, greater effort 
in October than in the preceding month, 
and in seeking the explanation for the 
surge of busiess upward some of the 
office heads fall back on the summer’s 
educational activities and the general 
dissemination of the new ideas resulting 
therefrom. 

Business insurance has been written 
in large quantity in the last 30 days, 
policies for high figures being reported 
by a number of offices. As one general 
agent said: “We do not have to issue 
many of these to develop a large final 
figure for any month, supposing the 
regular run of business also is large. 
And in October it was so much larger 
as compared with September that we 
wonder September could have been so 
bad.” 

Educational Work Fruitfal 


“All this summer agents have been 
hearing speakers whose subjects were 
‘Better Sales Methods,’ ‘New Outlets 
for Your Efforts’ and such like,” an- 
other stated. “Inevitably, an agent 
who listens in on revelations regarding 
his business and the proper methods of 
conducting it will pick up some new and 
sound ideas. Then he applies them, usu- 
ally modifying them by his own expe- 
rience and aptitudes. In this business 
the selling force does not have to wait 
a year to learn the results of applying 
new principles. If an agent works with 
them hard enough this month he will 
If the re- 
sults are favorable, his next month fol- 
lowing is likely to be still better. If 
unfavorable—well, there will be some- 
one along with still more new ideas. 
And no man can test many ideas with- 
out finding something good in some of 
them.” 7 

A branch manager said: “There has 
been in the past an exceedingly large 
amount of ‘guff’ in this business. Much 
of it has disappeared, and the remainder 
is on the way out. Insurance is a 
service, true; but the insurance business 
is no less a business than is any other 
Every other business has 
learned that truth and a sound product 
are the prime requisites. Next is the 
man to spread the truth about the prod- 
uct. If he is ‘right’ the product will be 
sold. If not, it will not. 

“The business of life insurance has 
made tremendous efforts in the last year 
to obtain more ‘right’ men and to discard 
the ‘wrong’ ones. This effort is bearing 
fruit, as the mounting totals of business 
written and paid-for show. Lapses we 
still have with us. They will be reduced, 
however, because the method of placing 
the business is improving. If business 
is really sold, not just issued, it will 
stay sold. 


Better Not to Issue Than Lapse 


“The worst turn an agent can do the 
public, his company and himself is to is- 
sue a policy to one who does not want 
it because he cannot pay for it. It is 
little short of criminal to assure a man 
he can pay his premiums instead of try- 
ing to prove to him that he cannot pay 
them. What I mean here is that it is 
far better for everyone concerned that 
no policy be issed thay that it be issued 
and then lapsed. Many good agents 
have learned this, and their efforts are 
bearing less Dead Sea fruit than here- 





VIEWS DIFFER ON VALUE 
OF PENNSYLVANIA PLAN 


— 


SOME URGE MODIFICATION 





Company Men Feel Examining of Old 
and New Agents Alike May 
Go Too Far 





NEW YORK, Nov. 16.—Agents in 
various centers of Pennsylvania have 
gone on record as cordially approving 
the examinations of local men insisted 
upon by Commissioner Taggart of that 
state, holding that through such pro- 
cedure the insuring public will be meas- 
urably safeguarded against the opera- 
tion of parties who have little or no 
knowledge of the character of the in- 
demnity they sell or the proper method 
of drawing coverages. In the minds of 
many company managers, however, the 
plan of the commissioner is not with- 
out serious drawbacks, notably in his 
insistence that old as well as new agents 
submit to the examinations, wholly re- 
gardless of the period of service of the 
former. The result of this regulation 
has been that some companies have lost 
opportunity to establish desirable local 
connections, and the agents, upon their 
part, the chance to add to their com- 
pany representation. 


Examples Are Cited 


Quite recently a local agent in north- 
eastern Pennsylvania agreed to accept 
the representation of an unusually de- 
sirable company, in addition to those 
already in his office, but was informed 
that he could not do so until he had 
taken the required examination. This 
happened despite the fact that he had 
been in the business for a long series 
of years, and had a most creditable rec- 
ord both with his companies and as- 
sureds. Again, a long. established 
agency firm negotiated for the purchase 
of a prominent competing office, the 
head of which recently died. The ar- 
rangement was blocked because the 
three members of the firm contemplat- 
ing the purchase were unwilling to 


competency as local underwriters. Com- 
pany executives have no quarrel with 
sane agency qualification laws, but they 
do feel that in their application a line 
should be drawn between prospective 
entrants and those who have been ac- 
tively in the business for a given length 
of time, and would like to see the Penn- 
sylvania requirement modified in such 
direction. 


tofore. A good agent these days is a 
good eliminator, a man who spends his 
time with ‘right’ prospects and with 
those only.” 

Few who reported good business for 


October expect anything less than 
equally good business in November. 
Most, in fact, believe that the current 


month will exceed last month in busi- 
ness written. Some offices reported col- 
lections low for October, one general 
agent saying: “Collections were the 
worst in October that I have ever 
known them to be at this time of the 
year.” In the main, however, the paid- 
for business total was close to the total 
of business written, and few said col- 
lections were slow. 


Bankers Increase Group Cover 


Hallgarten & Co., prominent bankers 
of New York City, have increased the 
group life insurance carried on their 
employes since 1919. Under the original 
plan 277 lives were covered in the Aetna 
Life for an agregate of $922,000. The 
additional coverage amounts to $578,000. 
The entire cost of the indemnity, both 
initial and subsequent, is borne by the 
employing house. The business was 
placed by Fox & Pier. 





METROPOLITAN LIFE IS 
REGISTERED IN ENGLAND 


WILL START WRITING GROUP 





After Careful Study of Field, Initiated 
by Demand from Abroad, Foreign 
Office Is to Be Opened 


ee 


The Metropolitan Life, which since its 
organization 60 years ago has confined 
its business operations strictly to the 
United States and Canada, is now enter- 
ing England, according to an announce- 
ment made by President Haley Fiske. 

The writing of group insurance on 
large American corporations maintain- 
ing manufacturing and sales organiza- 
tions abroad was the impelling factor 
that led the Metropolitan to take this 
step at this time, according to Mr. 
Fiske, who has been absent from New 
York since Oct. 20 looking after the 
company’s business on the Pacific Coast. 
The company has registered with the 
Board of Trade to conduct an insurance 
business in England, and several of the 
officers from New York have been sent 
to London, with orders to open an office 
there. 

To Write Group 

“We intend,” said Mr. Fiske, “to 
write group insurance in England, not 
only on American firms and firms with 
American connections, but also on some 
of the larger British corporations, sev- 
eral of which are already familiar with 
our work and are carrying Metropolitan 
insurance on their Canadian employes. 

“We propose to extend to English 
working people and to English em- 
ployers the same type of nursing serv- 
ice and health education that has enabled 
us in the past 13 years to add nearly 
nine years to the life expectation of our 
industrial policyholders in the United 
States and Canada and to lower their 
death rate—which in 1911 was 24 per- 
cent higher than that of the general 
population in the United States registra- 
tion area—to a point where it is now 
1% percent lower than that of the coun- 


spend the time necessary to prove their try at large. 


Is Service Extension 


“We are not entering the British field 
with the idea of competing against 
British insurance companies in the sale 
of ordinary or industrial experience, but 
we shall confine our efforts for the pres- 
ent at least to the sale of group iasur- 
ance exclusively. In fact, we had no 
desire to open up in England, but in 


| covering employes of such firms as Gen- 


eral Motors, General Electric, F. W. 
Woolworth Co. and others having Eng- 
lish branches, we already had some 
10,000 English lives insured, and, as this 
number is likely to be greatly aug- 
mented almost immediately with the 
closing of pending contracts, we faced 
the quéstion as to our duty to do busi- 
ness there. The simplest way of settling 
it seemed to be to register for business. 


Field Carefully Studied 

“Negotiations with this end in view 
have been in progress for several 
months. I personally visited England 
this summer and received considerable 
encouragement from officials high in the 
government and from public health and 
social workers who are anxious to see 
put into operation the Metropolitan’s 
program of welfare work which has al- 
ready proved so effective here and in 
Canada. Metropolitan health films are 
already being shown in England under 
the auspices of the New Health Society. 

“Following my visit I sent to England 
Second Vice-President James E. Kav- 
anagh, the head of our group division, 
and Actuary James D. Craig, who made 
a survey and report, on the strength of 
which the directors of the company au- 
thorized me to proceed with the estab- 
lishment of a London office.” 








A. eee 








TS? oy 











YiimM 


Senna 18, 1927 


INSURANCE MONTH Is 
ON THRIFT PROGRAM 








Activities of National Committee 
Are Expanded—Seven Months 
of Activity Planned 


CARRIERS GET JANUARY 


Material to Aid Individuals in Conduct- 
ing Educational Campaign Has 
Been Made Available 


The National Thrift Committee has 
issued a bulletin in which is explained 
extension of the national thrift cam- 
paign to include seven months of the 
year, one of which is to be devoted to 
“Thrift Through Life Insurance.” The 
bulletin is as follows: 

“Life insurance in force in the United 
States at the end of the year 1926 repre- 
sented 133 percent of the total wages 
and salaries for the year. Life insurance 
is being written at the rate of about 
$1,000,000 a month. There are endless 
figures, most of them well known to 
insurance men, to indicate how good is 
business in this line. 


Interpreting Force Needed 


“Leaders in the insurance field say 
that one of the greatest needs is an in- 
formative force at work on a nation- 
wide basis which will help interpret to 
people the unique values in life insurance 
protection. True, the insurance com- 
panies have done much in this direction, 
some remarkably well, others less skill- 
fully. To have an outside agency, un- 
biased, operating not for profit but 
purely in the interest of better citizen- 
ship—to have such an organization 
boosting for life insurance and other 
phases of thrift is ideal. It is like being 
handed just the thing one sensed the 
need of but didn’t possess. 

“The national thrift movement of the 
Y. M. C. A. is one of the constructive 
forces which for a decade has had an 
honorable career in the interest of a 
better understanding on the part of aver- 
age individuals as to the wise use of 
money. Foremost among those who 
have cooperated in the annual observ- 
ance of Thrift Week have been leaders 
in the insurance field. 

“In January, 1928, 
celebrated as follows: Jan. 17, National 
Thrift or Bank Day; Jan. 18, National 
Budget Day; Jan. 19, National Life In- 
surance Day; Jan. 20, National Own 
Your Home Day; Jan. 21, National Pay 
Bills Promptly Day: Jan. 22, National 
Share with Others Day; Jan. 23, Na- 
tional Safe Investment Day. 

“The 10 steps to financial success on 
which this program is based are: Work 
and earn, make a budget, record expen- 
ditures, have a bank account, carry life 
insurance, own your home, make a will, 
invest in safe securities, pay bills 
promptly, and share with others. The 
slogan is: ‘For Success and Happiness.’ 


January Is “Thrift Month” 


the week will be 


“Already January has come to be 
nown as the ‘Thrift Month.’ A week 
was good, but not enough. A month was 
better, but insufficient. Now a seven- 
month program has been inaugurated. 
A month is set aside to emphasize the 
lesson of each day of ‘Thrift Week.’ The 
program is 30 times as large. This is 
called the new unit plan. 

“Of what this plan consists and how 
it works may be most adequately ex- 
plained by reviewing the contents of one 
section of the plan, the ‘Thrift Through 
a Bank Account’ section. 

“The material was prepared under the 
direction of a committee of practical 
bankers. It tells of the best ways to use 





LIFE 


BIG CONT RACT UNDER 


“ASSOCIATION PLAN” 
INTERNATIONAL NEW POLICY 


All Members and Employes of Lumber- 
men’s Association Covered—Differs 
from Group Plan 


The International Life, under its new 
“association plan” group policy, has 
closed a contract by which the 2,800 
members of the Western Retail Lum- 
bermen’s Association of Spokane, Wash., 
are entitled to purchase without medi- 
cal examination up to $3,000 each under 
the association policy. The members in 
nine western states are to benefit by the 
deal. W. L. Andre of the Andre Securi- 
ties Company, Spokane, Wash., north- 
west general agent for the International 
Life, with E. J. Placek, supervisor tor 
the company in that territory, nego- 
tiated the deal. About $8,500,000 of in- 
surance is involved. 

The plan differs from ordinary group 
coverage in that it is not necessary for 
the persons covered to have a common 
employer. Under the deal with the 
Western Retail Lumbermen’s Associa- 
tion, the entire personnel, both sexes, of 
any retail building material firm hold- 
ing membership in the retailers’ asso- 
ciation is eligible to purchase insurance. 
Each individual is written on his or her 
own age rating instead of at an average 
rate. Those insured under the associa- 
tion plan may continue their insurance 
protection under the original plan even 
though at some subsequent time they 
leave their present employer and engage 
in some other line of work. 

All policies continue on a participat- 
ing renewable term premium scale until 
age 65, at which time they automatically 
convert into whole life participating 
policies, with all premiums thereafter 
based on age 65 years. 








a bank account and how to accomplish 
the most through such use. 

“The feature of this banking section 
is a poster in colors which tells at a 
glance the story of success and happi- 
ness through constant use of a bank 
book. Supporting material includes a 
series of newspaper advertisements, fold- 
ers, publicity articles for release to the 
local press, a three-minute talk outline 
and educational material for shop maga- 
zine and bulletin boards. 

“Similar sections of the unit plan 
dwelling on other specific thrift subjects 
will follow at monthly intervals until 
all the major points of the thrift sched- 
ule have been covered. There will be a 
section on ‘Thrift Through Life Insur- 
ance.’ Another section will be devoted 
to ‘Thrift Through Owning Your Own 
Home.’ 

“The other monthly topics are as fol- 
lows: November, Thrift Through Bank- 
ing; December, Thrift Through Budget- 
ing; January, Thrift Through Life 
Insurance; February, Thrift Through 
Benevolence; March, Thrift Through 
Prompt Payment of Bills; April, Thrift 
Through Owning a Home; May, Thrift 
Through Safe Investment. 

“Insurance men can secure further in- 
formation by writing John A. Goodell, 
executive secretary, 347 Madison avenue, 
New York City.” 


WELLS WON’T GO WITH 
CHAMBER OF COMMERCE 


ST. PAUL, Nov. 17.—Insurance Com- 
missioner George W. Wells announced 
today that he had decided to decline 
the appointment as manager of the in- 
surance department of the Chamber of 
Commerce of the United States recently 
offered to him. Family and business 
reasons which make it inadvisable for 
him to leave Minnesota were assigned 
by Mr. Wells as the basis for his re- 
fusal of the post. 
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SHOWS TREND OF LIFE 
INSURANCE INVESTMENTS 


TOTAL IN BONDS INCREASES 


Report of Bonbright & Co. of New York 
Sums Up Changes Over Six- 
Year Period 


Some interesting changes have taken 
place in the distribution of bond invest- 
ments of the leading life insurance com- 
panies in the United States and Canada 
in the past five years, a period in which 
total resources of the insurance com- 
panies increased more rapidly than did 
the national income. The most interest- 
ing change has been the reduction in the 
volume of funds invested in government 
and municipal securities, and the large 
increase in the amount invested in pub- 
lic utility bonds. 

Huge Investment Total 
insurance company 
investments just completed by Bon- 
bright & Co. of New York shows that 
at the close of 1926 the assets of these 
companies totaled nearly $13,000,000,000. 
This stupendous figure, it is pointed out, 
represents an increase of over 60 per- 
cent in the past five years. 

“Since the life insurance companies 
are among the greatest of American in- 
vestors and since they have made use of 
the best technical assistance,” it is stated, 

“their methods and the results obtained 
have always been of interest to the 
financial community.” 

During the five years under review, 
the study shows that “the funds of the 
insurance companies underwent a redis- 
tribution, by which a materially in- 
creased proportion was invested in the 
bonds of utility companies. At the close 
of 1921 only 7.7 percent of the aggregate 
bond investment of 25 of the leading 
companies was in securities of electric 
power and light, gas, telephone and 
street railway companies. By the close 
of 1926 this proportion had risen to 20.1 
percent.” 


A study of life 


Trend Is Shown 


During the same period there was a 
decided reduction in the volume of funds 
invested in government securities. At 
the close of 1921 the figures show that 
of the bond investments of the insurance 
companies, 42.1 percent were in the form 
of government and municipal bonds, 
which amount was reduced to 25.3 per- 
cent at the close of 1926. The percentage 
of funds invested in railroads registered 
little change. 

The review shows that the leading life 
insurance companies had $4,693,007,642 
invested in public utility, government 
and municipal, railroad and industrial 





and miscellaneous bonds at the close of 
1926, against $3,419,798,992 in 1921, The 
distribution of these investments on a 
percentage basis follows: 
Government Ind. 
Public and and 
Dec Utility Municipal Railroad Misc. 
31 % ay ai 
1921 7.7 42.1 48.3 1 9 
1922 8.7 40.9 48.0 2.4 
1923 9.8 38.1 49.3 2.8 
1924 12.8 33.5 50.5 3.2 
1925 6.4 10.3 50.0 
1926 0.1 25.3 50.8 
The above compilation does not in- 
clude the funds invested in real estate 


mortgages 


Big Gain Is Shown 

The Reserve Loan Life of Indianap- 
olis has produced excellent gains during 
the first ten months of the year. A very 
conservative estimate shows that the 
company will at least make a total gain 
for the year of 71.03 percent over the 
total gain made in 1926. 

During the years previous to 1927, the 
territory which was the most developed 
was confined to five or six states, but 
during the past year the company has 
developed practically all of the 31 states 
in which it now operates and a large 
volume of business is received each 
month from all sections of the country. 

















DR. H. W. COOK SPEAKS 
ON MORALE IN OFFICES 


Northwestern National Life Vice- 
President Addresses Manage- 
ment Association Meeting 








NEEDED REFORMS CITED 





Threefold Relationship of Management 
and Employes Is Analyzed—Proper 
Practices Detailed 





Dr. Henry Wireman Cook, vice-presi- 
dent and medical director of the North- 
western National Life, addressed the 
convention of the American Management 
Association in Chicago on “Creating 
and Maintaining Office Morale.” He 
said: 

“So many articles are being published 
nowadays on working relationships and 
methods of stimulating the interest of 
the worker that after reading not more 
than five of these articles it would seem 
mathematically possible to practically 
eliminate all but a small fraction of the 
present office forces of our various in- 
dustries. 

“Great improvement has undoubtedly 
been made in office methods, yet much 
remains to be accomplished. It need 
not diminish our enthusiasm for sane, 
practical advances in method if we ac- 
knowledge that extreme and grotesque 
innovations do not necessarily mean im- 
provement, and that they can do a great 
deal of harm by discrediting legitimate 
efforts at reform. 

Lay Opinion Often Wrong 


“Many of the needed reforms have to 
do with highly specialized and technical 
subjects, where lay opinion is notably 
apt to be misled. For example, medical 
science is the basis of a considerable 
proportion of the welfare measures of 
office work, but they are not often given 
the scientific and informed consideration 
they deserve. You have only to listen 
to two or more of the ventilating and 
lighting device salesmen in competition 
to realize how much bunkum is being 
sold with a pseudo-scientific jargon, to 
confuse and persuade the lay purchaser. 

“In determining the morale of office 
workers, I believe it is more essential 
that the management ideals of the or 
ganization should be inspiring and the 
principles on which the business is run 
should command the enthusiastic sup- 
port of the employes than that any 
particular welfare activities should be 
offered. 

Efforts at Unionization Made 

“The average office employe is fairly 
well educated, has a considerable knowl- 
edge of people and life and gains a sur- 
prisingly accurate idea of the motivating 
principles behind the management. 
There is also already at work organized 
effort to dissatisfy office workers with 
their condition and to unionize them. 

“The real appeal in business is largely 
spiritual. The cynic who believes the 
office worker has regard only for the 
pay envelope or for what extras he can 
get in the way of welfare benefactions 
either is a poor judge of human nature or 
else has had a very limited and mediocre 
experience. 

Relationship Is Threefold 


“I would divide the relationship be- 
tween office management and employe 
into three main parts, after the basic 
moral requirements are fully recognized: 
(1), Financial; (2), mental; (3), physical. 

“The salary problem is the most diffi- 
cult and the most important. It must 
be obvious that the usual method of 
remunerating office employes in the past 
has been wrong, and has tended to de- 
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PATRICK HENRY 


stirred the hearts of his hearers by the irresisti- 
ble power of his oratory. But today, something 
besides beautiful language and personality is 
essential to selling of life insurance—‘‘specifica- 
tions” must accompany and crystallize the theme 
of the spoken word. 


Clean-cut canvassing depends largely upon the con- 
cise and logical presentation of the salient provisions 
of the policy contract. There must be a complete 
“meeting of minds” between the salesman and the 
prospect if there is to be an effective sale—a sale 
where the coverage is designed to fit the individual 


needs, tersely explained, as well as fully understood. 


Personal Proposals as made by American Central 


fieldmen get instant attention. The Proposals are at- 


tractive in appearance, possessing a smooth continuity 
which epitomizes the policy contract quickly, truth- 
fully, and in a memorable manner. 


BIGGER POLICIES are a natural outcome of 
more intelligent selling, as achieved through ad- 
herence to the American Central Personal Pro- 
posal which clearly demonstrates the simples‘ 
way to acquire adequate life insurance protection. 

















stroy morale rather than to create favor- 
able sentiment. This naturally led to 
dissatisfaction and to unwholesome 
rivalry between departments. Salaries 
were raised on threat of leaving, favor- 
itism, and even inefficient work. A poor 
manager not infrequently feels that he 
might overcome inadequate supervision 
and instruction by raising salaries, and 
that an individual necessarily will do 
more intelligent and more accurate work 
if he receives higher compensation. This 
is incorrect, and not infrequently such 
a method results in the workers in the 
department doing the poorest work re- 
ceiving the highest salaries. 

“Obviously, the first step must be job 
analysis, salary standardization, central- 
ized employment, and centralized con- 
trol of salary adjustments. 


Good Intentions Not Enough 


“No matter how well disposed and 
just the employers may be, they cannot 
function equitably unless they take ad- 
vantage of modern scientific manage- 
ment knowledge. Good intentions alone 
do not suffice. 

“The large modern office is too com- 
plicated for any officer or group of 
officers to assess and adjust salaries 
fairly unless adequate analysis has been 
made of the work to be done and the 
work accomplished. 

Knowledge of Conditions Indispensable 


“Knowledge of basic salary conditions 
for the industry and for the community 
and of living wage requirements is neces- 
sary as a groundwork. Carefully main- 
tained individual card records should be 
kept, and the progress of the employe 
recorded periodically. After the stand- 
ards have been established, it is impera- 
tive that excellence be recognized by 
adequate remuneration. How this can 
best be accomplished in an office seems 
yet to be an open question. 

“Also under ‘Financial’ we must con- 
sider pension and disability provision 
and life insurance. Under present wage 
conditions, w here frequently there is no 
possibility of saving above living require- 
ments the exigencies of death, disability 
and old age must be regarded either in 
whole or in part as an obligation of man- 
agement. It is idle sophistry to deny 
the obligation on the ground that it is 
paternalistic. 

Work Should Be Educational 


“Mental aids to morale maintenance 
include, first, entrance requirements of 
adequate mentality and education; sec- 
ond, further advance in education. An 
office job should in itself be educational, 
if it is properly managed. It should 
afford mental training in promptness, 
concentration, quickness, and memory, 
provided always that the supervision is 
strict and stimulating. Strict is used 
here in the sense of firm insistence on 
reasonable requirements. The most un- 
fair and injurious mental influence to 
which young office employes can be 
subjected is the condition of general 
slackness and mild puttering attention. 

“In addition to the education of the 
job itself, further opportunities may be 
offered in intra- and extra-mural instruc- 
tion, in an office library and reading 
room, in company bulletins, lectures and 
manuals. 

“Under ‘Physical’ we must first men- 
tion the entrance examination. This is 
not only vital to the employer in assess- 
ing mental and physical competence, but 
is reassuring to the employe that he will 
not be subject unnecessarily to the 
danger of infection, and it will call to his 
attention impairments, many of which 
are susceptible of correction. No appli- 
cant should be accepted into industry 
without a physical and mental examina- 
tion. Failure to observe this precaution 
has not only been extremely costly to 
industry, but caused great distress and 
suffering to impaired individuals who 
were put into injurious competition with 
normal associates. 

Overheating Harmful 


“In a modern plant, lighting and ven- 
tilation are usually given adequate atten- 
tion, except that the danger of an over- 
heated dry atmosphere has not been 
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Metropolitan Life Actuary Chosen at 
New York Meeting—James A. Beha 
Is Guest at Banquet 





NEW YORK, Nov. 17.—At the an- 
nual meeting of the Group Association 
here this week, James D. Craig, actuary 
of the Metropolitan Life, was elected 
president of the organization. B. D. 
Flynn, secretary of the Travelers, was 
chosen chairman of the accident and 
health section and Henry S. Beers, vice- 
president of the Aetna Life, was named 
as secretary. 

Superintendent J. A. Beha and Nelson 
B. Hadley, chief examiner of lif compa- 
nies for the New York department, were 
guests at dinner in the evening of the 
leading life companies transacting group 
insurance, these constituting the mem- 
bership of the Group Association, which 
were joined for the occasion by the 
Jehn Hancock Mutual Life. The din- 
ner was complimentary to the depart- 
ment for its effective cooperation with 
the group life companies in making 
rules for the conduct of the business and 
for its sponsorship of the Group Asso- 
ciation. 

William J. Graham, vice-president of 
the Equitable Life of New York, pre- 
sided at the affair, the speakers being, in 
addition to Messrs. Beha and Hadley, 
W. A. P. Wood, actuary Canada Life; 
C. E. Glueck, John Hancock Mutual; 
William Bro Smith, Travelers; J. V. 
Barry and J. D. Craig, Metropolitan 
Life. 

Group life insurance, according to Mr. 
Graham, now covers 5,000,000 lives for 
an aggregate of $6,500,000,000. Within 
the past 15 years $215,000,000 have been 
paid to beneficiaries in 200,000 families, 
while claims at the rate of $1,000,000 a 
week are now being disbursed. 








fully appreciated. Drinking water should 
be made conveniently available, as the 
majority of people, especially in winter, 
do not drink sufficient fluid to promote 
the elimination of waste products. 

“A properly qualified plant physician 
and nurse are of the greatest value, 
where the size of the organization per- 
mits the expenditure. This is usually 
practical on either a whole- or part-time 
basis, when the number of employes is 
100 or more. 

“Recreational activities have a field of 
usefulness, depending on the location of 
the building, the social homogeneity 
of the employes, the size of the city, and 
other conditions. 

“I would like to add a word on the 
controlling authority in the office, as I 
believe it an important factor in morale. 
Too frequently the senior executives are 
out of touch with the office management, 
so that the empioyes do not feel their 
interests are given the serious considera- 
tion they deserve. They may be at the 
mercy of subordinates, with no practical 
machinery for appeal. Office morale is 
of sufficient importance in management 
to deserve the informed attention of 
senior officers,” 


Reliance Life Policyholders Campaign 


In the policyholders campaign of 1927 
conducted by the Reliance Life, accord- 
ing to advance figures, 901 applications 
were signed for new business. The total 
written business amounted to $3,692,278 
life, $1,737,200 accident and $4,348 health. 
As complete reports have not been re- 
ceived, the amount of paid business has 
not been determined. 

James A. Quinn of the western Penn 
sylvania department was the winner for 
number of sales with 23, while P. F. 
Sheedy of the same department led in 
paid volume with $66,660. Quinn 
was also leader in the 1926 contest. 
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“ Anachronisms” 


Ananachronism might be de- 
fined as a modern life insur- 
ance agent without complete 
knowledge of the business. To 
avoid such “anachronisms” in 
the Peoria Life Agency Force 
we havt the Peoria Life School 
of Insurance and Salesmanship 
—a thorough presentation of 
the elements of life insurance, 
the fundamentals of practical 
salesmanship, and the policies 
and principles of our own com- 
pany. 


When an agent signs a con- 
tract with the Peoria Life, he 
is automatically enrolled in the 
course. It is designed to give 
him the knowledge that will 
enable him to minister intelli- 
gently to the needs of the in- 

















suring public. Without such 
knowledge he cannot hope for 
success nowadays—he is an 
“anachronism.” 


One of many comments from 
our agents: “Though I hold 
diplomas from three schools of 
life insurance, I can say that 
the Course of our Company is 
as complete and clearly set 
forth as any I have observed. 
The agent who does not secure 
a world of benefit from it is not 
the type to be a successful in- 
surance man.” 


The Peoria Life course of in- 
struction is the first essential 
step in the program of Peoria 
Life Service, whose purpose 
and effect is to make success- 
ful, prosperous Peoria Life 
agents. 
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NYLIC INCENTIVES and AIDS TO SUCCESS | 
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“Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 


The Bulletin 


MONDAY MORNING! 

For over 35 years, Monday has been Bulletin Day among 
Nylic Agents everywhere, the mailing of the Bulletin being 
timed to reach every agent from Maine to California, from 
Canada to the Gulf of Mexico, on Monday morning. 


A punctual start for the week means so much! A fresh, 
constructive idea or an old one in a new dress helps to 
begin Monday’s work promptly, and to carry on through an- 
other six-days with energy and enthusiasm. 


Every Monday morning Nylic Home Office renews its 
contact with the agent through the Bulletin, which carries 
some helpful message derived from practical experience, force- 
fully and attractively expressed: 


Word of Inspiration. 


A Plan of Systematic Work. 

A Sound Life Insurance Thought. 

A Story of Life Insurance Service. 

An Effective, Usable Sales Suggestion. 


Record of Some Fellow-Agent’s Success. 


The cumulative effect of these weekly Messages from 
Nylic Officers who “talk the same language” as the agent, 
is stimulating to the individual and to the collective body of 


The Bulletin has become an institution. 
Life-insurance-wise it is, for Nylic men, what his daily 
paper is to the business man: he “couldn’t begin the day right 
without it.” 


and happy?” 


New 
now being erected on the site 


of the 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 





Home Office Building 


famous old 
Square Garden 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 


THE CAPITOL LIFE 


Liberal Contracts. 


Insurance Company 
DENVER, COLORADO 











MANAGERS’ SCHOOL HELD 
AT DETROIT BY BUREAU 


LED BY J. M. HOLCOMBE, JR. 


Fourth in Series of Similar Sessions 
Conducted, by Research 
Organization 


The Life Insurance Sales Research 
Bureau of Hartford has just completed 
its fourth school for managers at De- 
troit. The course was similar to the 
previous schools held at Chicago, Phil- 
adelphia and Memphis. The school was 
conducted by John Marshall Holcombe, 
Jr., manager of the bureau, assisted by 
G. G. Terriberry, H. E. Niles and H. C. 
Ashworth, members of the bureau staff. 

Study Manager's Job 


The managers’ schools come as a 
culmination of six years’ study of 
agency problems that has been carried 
on by the bureau. During that time the 
bureau has published five volumes of 
the Managers’ Manual as well as the 
Managers’ Magazine, a current peri- 
odical supplementing the former. The 
curriculum of the school was largely 
based on the material contained in the 
manual. 

The first morning session was given 
over to a general summary of the job 
of the manager by Mr. Holcombe. He 
particularly emphasized the increased 
importance of distribution methods in 
modern business, together with the ne- 
cessity for thorough and painstaking re- 
search into the distribution methods that 
obtain today. The key position of the 
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| Indianapolis Life 


manager in the distribution of life insur- | 


ance was forcibly emphasized. 


Discuss Agency Building 


followed by a discussion 
of the first steps in agency building— 
the locating and selecting of agents. 
The importance of proper selection was 
particularly stressed and it was pointed 
out that a large reservoir of prospective 
agents is necessary before the manager 
can exercise selection. 

The next step in agency 
selling the job to the new 
illustrated by actual sales demonstra- 
tions given by E. W. Owen, manager 
for the Sun Life at Detroit, and W .C 
Bailey, general agent for the 
cut General. Mr. Owen was assisted 
by T. M. Ryan, agency assistant for 
the Sun Life, and Mr. Bailey by F. A. 
Smart, manager for the Equitable of 
Iowa. Following the demonstrations a 
discussion of them was held from 
floor. 


This was 


building— 
man—was 


Other Steps Taken Up 
Succeeding steps in 
were taken up in order—financing, train- 
ing new agents and supervision. The 
last sessions of the school were devoted 
to the conservation of business in the 
agency and the cultivation of policy 
holders. G. G. Terriberry of the bureau 
spoke on various phases of training and 
supervising agents and H. C 


agency 


HUGE POLICY WRITTEN 
ON NEW YORK REALTOR 





ONE OF HEAVIEST INSURED 


Morris Weil of New York Life In- 
creases Policies of Benjamin 
Winter to $3,100,000 


Benjamin Winter, one of New York's 
foremost real estate operators, has just 
taken out $750,000 additional life insur- 
ance which increases his total life insur- 
ance to over $3,100,000. Mr. Winter is 
insured with the New York Life for 
over $1,000,000. He holds the largest 
amount of life insurance issued direct by 
that company on any individual. 

Mr. Winter came to New York 26 
years ago from Lodz, Poland. Entering 
the real estate business 15 years ago, 
after working as painter and painting 
contractor, Mr. Winter’s success has 
been spectacular. He has in recent 
years been the principal in many of New 
York’s outstanding real estate transac- 
tions. 

Morris Weil, agents’ counsellor for 
the New York Life, supervised the issu- 
ance of the $750,000 policy, which was 
taken out through the Aetna Life, Trav- 
elers, Connecticut General Life and the 
Union Central Life. 


CALLS ATTENTION TO RECORD 


Gotten Out 
Brochure Showing Twenty-two 


Years of Progress 


Has 


The Indianapolis Life has gotten out 


|a brochure entitled “Twenty-two Years 


Connecti- | 


the | 


, 


of Progress.” It gives a remarkably 
fine view of the company’s home office, 
the old residence of the late Charles W. 
Fairbanks. The Indianapolis Life now 
has assets of $7,500,000, annual income 
$2,500,000, insurance in force $77,000,- 
000. It has prided itself on net cost. In 
1915, 1916, 1917 it paid in addition to 
regular dividends an extra dividend o 

20 percent of the gross premium on 
policies attaining their 10th year. In 
1923, another extra dividend of 20 per- 
cent was paid. At the end of 1924 the 
regular dividend scale was increased on 
an average of 26 percent. From Nov. 
20, 1926, to Nov. 20, 1927, in addition to 
the regular dividend another extra divi- 

dend of 20 percent was paid. The 
Indianapolis Life is a purely mutual 
company. Frank P. Manly, the presi- 
dent, has been the main factor in the 
upbuilding of the company, but he is 


| ably assisted by Vice-President Edward 


building | 


Ashworth | 


covered typical training plans that are | 


used in agencies, the use of agents’ 
records, and plans for contacting with 
policy holders. H. E. Niles discussed 
agency costs and agents’ turnover. The 
course ended with a general summary 
of the material covered given by Mr. 
Holcombe. Milton Woodward, general 
agent for the Northwestern at Detroit, 
addressed the school on the last dav. 

The attendance at the school consisted 
of 62 general agents, managers and 
supervisors. The bureau is planning to 
hold one more school in 1927, at Cleye- 
land, Nov. 29-Dec. 2. 


being 


Convention Examination of W. O. W. 

A convention examination of the 
Woodmen of the World, 
order, is being made at Omaha by 
resentatives of the Nebraska, 
Kansas, Minnesota and Iowa 
ments, 


rep- 
Tennessee, 
depart- 


and 
Sec- 


‘B. Raub, Second Vice-President 
Agency Manager Joe C. Caperton; 


retary Joseph R. Raub; Treasurer A. 
LeRoy Portteus; Medical Director J. B. 
Young. 


PENALIZE PAPER PRINTING 
UNLICENSED INSURANCE “AD” 


MADISON, WIS., Nov. 17.—Wiscon 
sin newspapers are liable if they publish 
advertisements of out-of-state insurance 


| companies not authorized to do business 


ance, 


fraternal | 
| percent 


| 
| 
| 
| 
| 
i 


General Reyn- 
A. Freedy, 


in Wisconsin, Attorney 
olds held in an opinion to M. 
commissioner of insurance. 

The attorney general held that a 
newspaper which receives compensation 
for an advertisement of unauthorized 
insurance is just as liable to a penalty 
as an insurance agent that sells unau 
thorized policies in the state. 





Has Record October 

October, which was  Policyholders 
Month. with the Business Men's Assur 
was the biggest October in the 
history of the company. It wrote $2, 
633,140 of life insurance, which was 15 
ahead of the largest October 
record up to date. A large part of this 
was non-medical business on old policy- 
holders. 
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_ THIS IS AN AD 
. put it’s DIFFERENT 


The other day a reader of The National Underwriter 
talking to the Peoples Life, Illinois, advertising man said, 
“One thing about your ads that always strikes me is that 
they are so different.” 






> 
















Of course they are different—they have to be, if 
they are to be true show windows—and that, you 
know, is what an advertisement really is. 


Many readers} have been kind 
enough to tellfus they liked the 
Peoples Life (Illinois) ads. Do 
you? We'd like to know. 





THE PEOPLESJLIFE (ILL 
ADVERTISING MAN. 








ife Insu2 


fe neu 


130 N. Wells St. Chicago 


SEYMOUR STEDMAN & 
President eC S ] 
G. L. LUTTERLOH 


Secretary & Treasurer 
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Sell Group Now 





1927 has so far been a 
splendid year for Group 
insurance. $533,762,000 of new insurance 
was placed up to the first of October. 

Previous years have shown that a big 
percentage of each year’s business is closed 
during the last quarter of that year. 

So November and December, 1927, can 
reasonably be expected to be big Group 
months. 

We are ready and willing to help you 
close your Group cases. 


Connecticut General 


Life Insurance Company 
Hartford, Conn 





You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
in life insurance field work. 


During 84 years the first American legal reserve nrutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who 

ance field 

The Mutual Life Insurance Co. 
of New York 


contemplate life insur- 
work are invited to apply to 


34 NASSAU STREET NEW YORK, N. Y. 











Keep a 
Complete Record 
of Your Clients! 


A veritable gold mine of leads for more 
business and better collections. That is what 
agents who use the Life Insurance Register 
say— 
It takes just a minute to enter the informa- 
tion in this compact looseleaf book—and then 
you have all the information about your 
policyholder when you want it in the shape 
you want it—No more lost card files or de- 
linquents. It costs nothing to examine this 
great little business builder—use the coupon 
now. 
SS SH ES SS SR SS A A me 
Accurate Locse-Leaf Co., 81 Nassau St., New York City 


With the understanding that there is po obligation to purchase please send 
me the Life Insurance Register on three days’ approval If 1 decide 
to keep the Bystem I will send my check for $7.25 to cover the entire 
cost. If 1 decide not to keep it I will return the Register immediately 
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Name 
Btreet 


City State 
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‘be directed to any 











CONSIDER BROADENING 
OF INVESTMENT FIELD | 
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KNOWLEDGE IS POWER 
IN SELLING INSURANCE 


PROPOSE NEW YORK CHANGE | 31 0XHAM MONTREAL SPEAKER 


Insurance Department’ Holds Confer- 
ences on Question of Liberalization 
of Security Classes 


NEW YORK, Nov. 
tion is being given by the 
insurance department to the 
of broadening the investment 
life companies operating in New 
The proposed changes have in view 
the granting of a greater diversity of 
investments on the part of life com- 
panies, to acquire a better interest yield 
without impairment of the security. 
Conferences are being held by the New 
York department on this question and 
several suggestions have been made. It 
is proposed that regulations as to re- 
serve investments might be liberalized 
so as to allow life companies to hold 
in their reserves the preferred stock of 
well seasoned and financially strong rail- 


Considera- 
New York 
question 
field ot 
York. 


road, industrial and utility concerns. 
Under the present regulation, 50 percent 
of the assets are invested in mortgage 


loans, the corporate bonds held being 
of a low interest yield. Preferred stock 
with strong organizations would afford 
a better return with equal security. No 
decision has yet been made in the mat- 
ter. 


CHAMPAIGN AGENTS CONVENE 


Sales Congress Held by Central Illinois 
Life Underwriters With Prominent 
Leaders Present 


CHAMPAIGN, ILL., Nov. 17.—The 
Champaign association held a sales con- 
gress recently, with delegations in at- 
tendance from the Danville, Decatur 
and Bloomington associations, making a 
very good attendance at all of the ses- 
sions. Roy Davis, educational director 
of the Continental Assurance of Chi- 
cago, and William A. Searle, agency 
director of the National Life of Ver- 
mont, were the principal speakers of the 
morning session. Each of these speak- 
ers stressed the qualities and the foun- 
dation necessary for the making of suc- 
cessful life underwriters. 

The luncheon was held jointly with 
” Champaign Chamber of Commerce. 

H. DeLong of Champaign, vice-presi- 
ious of the Illinois Association of Life 
Underwriters, presided at this meeting. 
Darby A. Day, president of the Illinois 
association and Chicago manager of the 
Union Central, gave a very interesting 
talk relative to the services rendered by 
present day underwriters. 

Mr. Davis gave another interesting 
talk in the afternoon, telling how psy- 
chology plays an important part in the 
sale of life insurance. Roger B. Hull, 
managing director of the National asso- 
ciation, appealed to the attending mem- 
bers of the association for their coopera- 
tion and told of his plans for increasing 
the usefulness of the National associa- 
tion. Mr. Day then gave a very prac- 
tical talk on sales methods, stressing the 
necessity of being able to analyze and 
appreciate the position and needs of the 
prospect. 


McPheeters’ Interesting “Compass” 


W. L. McPheeters, general manager 
of the Union Central Life at Cleveland, 
has recently issued two life insurance 
canvassing documents, one called “Ex- 
planation of Life’s Compass,” and the 
other the chart or “compass” itself. The 
“compass” is an ingenious arrangement 
by which the hand, as on a clock, can 
of the four sections 
of the “cycle” of success or failure. It 
is a canvassing document which agents 
will find valuable in fixing the attention 
of the prospect upon the vital points in 
the sales talk. 


|} surance 


Field Supervisor of Travelers Tells 


Canadians of Effective Sales 
Elements 


MONTREAL, Novy. 17.—Knowledge 
is power in the successful selling of life 
insurance, just as it in all business 
activities, it was asserted in an address 
by D. J. Bloxham, supervisor of the 
field service department of the Travel- 
ers, before the Association of Life Un- 
derwriters of Montreal. Mr. Bloxham 
was the guest of honor, and chose as his 
subject, “Effective Elements in Life In- 
Salesmanship.” 
life insurance salesman to a 
should have the proper mental 


18 


be 


The 
success 


| attitude and should be convincing, confi- 





dent and enthusiastic, it was said. But 
transcending these qualities in impor- 
tance is knowledge, not only of the fun- 
damentals of insurance, but an apprecia- 
tive understanding of men, Mr. Blox- 
ham asserted. Knowledge often times, 
it was said, is limited to the rate books 


and the minute details of the insurance 
business. 
Such qualities as convictions, confi- 


dence and enthusiasm, while of immeas- 
urable personal value in the attainment 
of the proper mental attitude on the 
part of the life insurance salesman, must 
| be radiated in the salesman’s dealings 
with his public, it was declared. 

Just as a great accomplishment is the 
result of great preparation in any endea- 
vor, so it is true in selling life insurance, 
was the view expressed by the speaker. 
Accomplishments often depend, how- 
ever, on the proper use of one’s time 
and in using such spare moments to the 
greatest possible advantage, Mr. Blox- 
ham said. Failure almost automatically 
falls to the lot of many insurance sales- 
men because they waste time and fail to 
take proper advantage of life’s marginal 
moments. 

Introspection serves a useful purpose 


and if employed honestly often will 
arouse a man from his lethargy and 
start him on the road to success, it was 


said. Life insurance salesmen were ad- 
vised to take an inventory of themselves 
to ascertain whether they are accom- 
plishing all that they should. 


Indianapolis Actuaries Elect 


Robert B. Sturtevant, assistant sec- 
retary of the American Cetnral Liie. 
spoke at the meeting of the Actuarial 
Society of Indianapolis Tuesday eve- 
ning. Mr. Sturtevant’s subject was 
“Substandard Reinsurance” and was fol- 
lowed by an exceptionally interesting 
discussion of the same topic. 

Newly elected officers of the society 
are: President, President Frank L 
Davis, of Haight, Davis & Haight; vice- 
president, Walter Huell, Indianapolis 
Life; secretary-treasurer. H. G. Wood 
burg, Reserve Loan Life: chairman pro 
gram committee, Harold G. Walton, 
actuary of the Indiana insurance depart 
ment; chairman membership committee. 
Gertrude Pardieck, State Life. 


Record for “Policyholders Month” 


The agency organization of the Mis 
State Life in October, “policy 


souri 
holders month,” produced well in ex 
cess of $17,000,000 and in number of 


policies issued far surpassed any simi- 
lar period in the history of the com 
pany. So successful was the campaign 
the company decided to extend the priv 
ileges of policyholders month to Nov 
15. 





Actuaries’ Annual Meeting 


The annual meeting of the American 
Institute of Actuaries will be held at 
Des Moines, June 7-8, 1928, the sessions 
being at the Hotel Ft. Des Moines 
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CRUSADER. 














IDDEN beneath the 
great Cross on a Cru- 
sader's shield was a 


strange device which, though 
out of sight, was never long 
forgotten. It was anemblem 
dear to any fighting man. It 
was the heraldic symbol of 
his noble birth, his family 
coat-of-arms. 


For it, he lived—and for it, 
he was ready to die. Yet, 
when the Crusader's oath was 
upon his lips, he calmly drew 
over his shield and its pre- 


_ cious emblem, a cloth which 


bore a symbol common to all 
men of the same high pur- 
pose. 

To this greater cause, he thus 
gave much. But from it, he 
gained far more! Wherever 
he went, his Cross of snowy 
white or fiery red was recog- 


nized—and UNDERSTOOD. 
7 


Gone are the Crusaders of 
old. In their stead, we have 
the modern Crusaders—the 
field representatives of our 
various insurance companies 


—champions of the unpro- 
tected, whose deeds too often 
g° unsung. Theirs is a splen- 

id cause. They spread hap- 
piness, freedom fe rom Care, 
and sure protection against 
poverty and want. 


But, unlike the ancient Cru- 
saders, these modern Crusa- 
ders— though enlisted in a 
common cause—do not have 
a common symbol that is in- 
stantly recognized and re- 
spected for what it means. 


Doubly fortunate, therefore, 
are Phoenix Mutual men. 


“The Shield of the Crusader 


-the Seal of the Phenix er 





Their symbol is the seal of 
their Company—their pass- 
port, the traditions for which 
it stands. 


Through national advertis- 
ing, the seal of the Phoenix 
Mutual is continually being 
carried into millions of 
homes. It is being seen—and 
UNDERSTOOD. 


Hence, no matter where 
Phoenix Mutual men go, the 
seal has gone before them— 
and with it, the good will 
which comes of an estab- 
lished reputation for unself- 
ish service, sound advice, and 
expert counsel. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 


ww 


HARTFORD, CONNECTICUT 


SERIES 


11 
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Guardian Life Agents Produce Almost 
$12,000,000 of New Business in 
October 


NEW YORK, Nov 17. -October, 
designated “President's Month” by the 
Guardian Life, in honor of President 
Carl Heye, proved to be a banner period 
in the history of the company. Slightly 
less than $12,000,000 of new business 
was written by the field force. The re- 
sults disclosed an increase of 5 percent 
in the number of lives insured over those 
of the same month last year, while the 
issued business showed a 10 percent 
gain. 
Paid production for October was 3 6-10 
| greater than that of a year ago. During 
j the campaign 544 field men submitted 
2,353 applications, an average of nearly 
| $2,000 each. Average production for 
| each agent was about $21,000. The Mc- 

Namara agency of this city led the entire 
pescesceaiat in point of production, while 
| the Chicago agency headed the central 
| division. 


Program of Life Presidents president of the Eureka-Maryland 
Association Assurance, is a man of wide insurance 


|and financial experience. As secretary 
|} and treasurer of the Eureka,-Maryland | 
NEW YORK, Nov. 17.—International for the past five years, Mr. Warfield has 
atmosphere will be given to the delib- | taken a very active part in the forma- 
erations of the annual convention of the | tion of its policies and the direction and 
Association of Life Insurance Presidents | management of its activities. His close 
through the message from Canada to be | association with the late J. C. Maginnis, 
brought by Louis Alexandre Taschereau, | Who was recognized by the insurance 
prime minister of Quebec. His address, |W orld as an authority on all matters per- 
“The Challenge of Canada’s New Fron- | taining to insurance, gave Mr. W arfield 
tiers” will be presented on Thursday |@ splendid opportunity for observing and 
afternoon, Dec. 8. A native of Quebec, studying the successiul progress of the 
Prime Minister Taschereau has long | Corporation. : ; 
been prominent as a jurist and states- Mr. Warfield is one of a long line of | 
man of that province. Mr. Taschereau | successful financiers and insurance men. 
is a director of the Metropolitan Life.| In 1890, his uncle, the late’ Governor 
The convention will be held in the Rose Edwin Warfield, organized a company in | 
Room of the Hotel Astor, Thursday and | Baltimore, introducing the surety busi- | 
Friday, Dec. 8-9. Each morning session | ness in the south. Mr. Warfield is a | 
will begin at 10 o’clock and will be fol- | director of the Real Estate Trust Com- 
lowed by the usual thrift table d’hote | pany, the Patapsco National Bank and | 
luncheon. These luncheons will be|the Daily Record Company. Until re- 
strictly informal and without speeches. | cently, together with his other activities, 
The afternoon sessions will begin at | he was extensively engaged in the can- 


Prime Minister of Quebec Added to J resi N. WARFIELD, the new | 

















2:30 o'clock. ning business. His desire to devote most - ae 
Following the addresses on life msur- | of his time to finance and insurance and pices ’ = ba Sg nl : the Home Life of Philadelphia he was 
ance investments, taxation and benefi- | his acceptance of the presidency of the a | secretary and_ treasurer. After the 
ciaries’ use of policy proceeds at the | Eureka-Maryland assures the company a ; , ; | merger he was made cashier and office 
closing session on Friday afternoon, | future as successful as its past. president ot the chamber of commerce. manager of the monthly renewal de- 
there will be a general discussion in Besides the election of the president,; Mr. Weaver is by no means new to | partment, inaugurating the ordinary re- 
which all those present will be invited | the following officers were elected: the corporation or the field, having been | newal and _ statistical department. In 
to participate. Jacob S. New, second vice-president; A. | appointed assistant treasurer in 1919 and | 1916 he resigned to look after private 
W. Mears, secretary, and A. V. Weaver, | assistant secretary in 1920, which posi- | interests. 
Ch Club Pl treasurer. Mr. New has been counsel | tion he filled until his recent election as During the three-year interval be- 
anges Club Plan for the company for some time and con- | treasurer and assistant secretary. tween 1916 and 1919, in addition to his 
Announcement is made by the Secur- | tinues in this office along with his posi- Mr. Weaver began his career as an/| private work, he specialized in statis- 
ity Life of America of the discontinu-|tion as second vice-president. Mr. | accountant in the mercantile and manu- | tical and actuarial work, qualifying as 


ance of its $100,000 Club, this being re- | Mears’ connection with the company has | facturing business, and after a number | an expert insurance witness in several 
placed by two agency clubs, a $250,000| been as a director. He is also a director | of years he took up life insurance ac- | large insurance cases. He is thoroughly 
Club and a $125,000 Club, membership | and treasurer of the Real Estate Trust | counting. In 1908 he was made assistant | qualified to fill his new position credit- 
being based on the production of those | Company and is connected with the | cashier of the Reading Mutual Life, and | ably and efficiently, although he has 
respective amounts of paid-for business.| White Company. He was formerly! when this company was reinsured by | never had any field experience. 


MEN OF VISION— 


CHOOSE OUR COMPANY, BECAUSE— 











It is old enough to justify confidence. 
It has had enough successful business experience to guarantee future success. 
It has the necessary equipment for the salesman. 


It issues a complete line of up to date policy contracts, both participating and non-par- 
ticipating, with Double Indemnity and Disability Benefits. 

It has an educational program for the agent that will materially aid in promoting 
success. 

It will give you Home Office cooperation that is worth while. 

The agency management is under men who have had actual experience in the field. 


If you feel that you are qualified and there 
is a reason for you to be interested, write 


A. B. OLSON, Manager of Agencies 


F BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 
LINCOLN - - NEBRASKA 
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NEW DIRECT AGENCY PLAN | 
GETS NOTABLE RESULTS | 








REPORTS LARGE PRODUCTION 


Grizzard System Secures Especially | 
Favorable Reports from New To- 
ledo and Chicago Agencies 


the Grizzard System, with executive 
fices in the Illinois Merchants Bank 
yuilding, Chicago, reports that Octo- 
yer Was a month of remarkably large 
production throughout its agencies op- 
erating under the new direct agency | 
plan. : 

lwo of the new general agencies, 
ypen less than four months, stood out 
particularly as big producers. One was 
the Grizzard System of Toledo, under 
the management of A. R. C. Mont- 
gomery, and the other was the Griz- 
zard System of Chicago, 1039 Straus 
building, under the management of P. 
M. Sutton. Both Mr. Montgomery and 
Mr. Sutton are veteran insurance men. 


New Managers Both Veterans 


Mr. Montgomery has been a life 
underwriter in Toledo for more than fif- 
teen years and enjoys an excellent 
reputation in his home city. Mr. Sut- 
t was formerly metropolitan super- 
visor of the Central Life of Des Moines, 
and prior to that district manager for 
the Equitable Life of New York at 
Des Moines. Under his direction the 
Straus building agency of the Grizzard 
System has made exceedingly rapid 
progress. 

Beginning in July, the agency has de- 
veloped a force of more than 20 men, 
whose production in October was over 
$400,000 and who since that time have 
continued writing business at the rate 
f over $100,000 a week. 


Canadian Officials Meet 

Officials of Canadian life companies 
meet in Toronto, Friday, for the annual 
meeting of the Canadian Life Insurance 
Officers Association, to be held in the 
board room of the Canada Life. T. G. 
McConkey, general manager of the Can- 
ada Life, will be the first speaker, tak- 
ing as his subject “Changing Conditions 
Affecting Life Insurance.” Ralph E. 
Freeman of the University of Western 
Ontario will speak on “The Future 
Trend of the Rate of Interest.” G. D. 
Finlayson, superintendent of insurance 
for Canada, will sum up the transactions 
of the International Congress of Actu- 
aries in London this year. The after- 
noon session, following the luncheon, 
will be devoted to business routine, in- 
cluding the election of officers. 


Nebraska Interest Decision Stands 


The Nebraska Supreme Court has re- | 
fused to rehear the case of Stuart vs. 
Durland, decided last February, which 
caused great consternation among mort- 
gage loan companies, including insur- 
ance companies loaning in western 
Nebraska. This decision was to the 
effect that where the borrower agreed 
to pay the tax on the mortgage and 
where this tax, added to the interest | 
carried in the note, exceeds the 10 per- 
cent limit of the law, the transaction 
was usurious and the interest uncol- 
lectible. 

In the petition for rehearing it was 
urged that this put into jeopardy 80 | 
percent of the loans, as in many tax- 
ing districts the rates run as high as 
4 and 5 percent, and thus would affect 
mortgages that bore so low a rate as 
5.5 per cent. The court, however, holds 
that the decision applies only to those 
ontracts which, on their face, show an 
intent to exact and to pay usury. 

The decision applies only to contracts 
made before April 20, 1927, as a new 
law, hurriedly passed by the legislature 
when the effect of the decision was first 
heralded abroad, provides that an agree- 
ment to pay the mortgage tax does not 
make the note usurious. 
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INSURANCE COMPANY 


DES MOINES, IOWA 

















‘* Seeing 
John and Mary 
Through’’ 


One of our agents—Mr. A. W. 
Tolg—has just written a most 
remarkable paper telling how he 
helps parents provide an Educa- 
tional Fund for their children 
through the medium of our 
Juvenile Policies. 








Our Juvenile Policies are written 
from age 1 day old up to nearest 
9 years. 


If you are at all interested in 
the tremendous possibilities of 
the juvenile field we will be 
pleased, merely upon your re- 
quest,to send you a reprint of 
Agent Tolg’s illuminating arti- 
cle— “Seeing John and Mary 
Through.” 








Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 
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THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 
WITH 


PEE 2000ccécestct«svenpecnseedeebeladeedaldeann Over Six Million 
AND THAT HAS 
Paid Policyholders since organization.........................- Five Million 
WANT S—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 
Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, II. 




















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 


HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 

Address 
ERNEST C. MILAIR, Vice-President and Secretary 





























THE NATIONAL, UNDERW RIT ER 








THE men who direct 
the destinies of an insti- 
tution are as important 
an indication of its 
strength as are the figutes 
of its financial statement. 


Liew 





BOARD OF DIRECTORS == 


F. A. CHAMBERLAIN 
Chmn. Ex. Com. First National Bank 


E. W. DECKER 
President Northwestern Nattonal Bank 


C. T. JAFFRAY 
President ‘‘Soo"’ Railway 


THEODORE WOLD 
Vice President Northwestern National Bank 


E. L. CARPENTER 
President Shevlin-Carpenter-Clarke Co 
B. F. NELSON 
President Hennepin Paper Co. 

A. F. PILLSBURY 
Treasurer Pillsbury Flour Mills Co. 


T. F. WALLACE 
Sec'y-Treas. Farmers & Mechs. Sav. Bk. 


O. J. ARNOLD 
President Northwestern National Life 

















NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 

















You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 


Minneapolis.Minn. 
; | Close co-operation is necessary 


Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 


Territory does make a difference 




















See enon Issues 


‘Revolt of Ralph Day”’ 


OR a long time there has been a 

belief that someone ought to write 
a short human interest story that would 
give a prospective agent an idea of the 
opportunities in life insurance salesman- 
ship. On several occasions the Life In- 
surance Sales Research Bureau has been 
named as the logical author. After study- 
ing dozens of company booklets, the 
bureau has produced “The Revolt of 
Ralph Day,” which was announced to 
its member companies this week. 

The book is a friendly human story 
of a young man who is brought into the 
business through the influence of a 
friend. Ralph Day goes to his boss for 
a raise for the third time in three years 
and is turned down. On the way home 
he meets a friend, Jim Blakely, who has 
made a success in life insurance. Ralph 
and Jim have a talk—several talks in 
fact—and he finally becomes an agent. 
Of course, he succeeds, to make the 
story complete. Jim gives Ralph an ac- 
curate word picture of the advantages 
and pitfalls of the business such as is 
seldom seen in even the classic exposi- 
tions on life insurance selling. 

“The Revolt of Ralph Day” is a story 
that a young man can take home and 
read to his wife. It is not too long to 
be read in an evening, vet it is long 
enough to arouse his enthusiasm and 
interest. It is finely printed on excellent 
paper and is an inviting piece of litera- 
ture. 


MORE DIRECT CONTROL 
OF BUREAU PLANNED 


(CONTINUED FROM PAGE 3) 

300 places, thoroughly covering the ter- 
ritory in which a majority of the Ameri- 
can Life Convention companies operate. 
It serves only American Life Conven- 
tion companies, and a large majority of 
the members of that organization are 
utilizing its facilities. 

The American Service Bureau was in- 
corporated in 1920. Dr. E. G. Simmons 
was president of the organization until 
Dec. 1, 1926. At that time Claris 
Adams, secretary and general counsel of 
the convention, was elected president of 
the corporation. Lee N. Parker is vice- 
president; M. B. Cederstrom, secretary, 
and Isaac Miller Hamilton, treasurer. 

During the next few months the bu- 
reau plans to greatly enlarge the scope 
of its operations, so as to more effi- 
ciently serve its clients. Several addi- 
tional branch offices will be opened 
soon, 


Indiana Deposits Increase 


An increase in the last fiscal year of 
almost $8,000,000 in the reserves which 
insurance companies in Indiana are re- 
quired by law to deposit with the in- 
surance department is shown in the an- 
nual report of Commissioner Wysong. 

With 715 companies operating in In- 
diana, $100,042,821 was in the custody 
of the department Oct. 1, as against 
$92,422,775 on the same date last year. 

Oct. 1 the following classes of In- 
diana companies were licensed: Assess- 
ment, 19; stock fire, 2: mutual fire, 15; 
fraternals, 5; stock life, 10; mutual life, 
4; miscellaneous stock, 5; miscellaneous 
mutual, 5; reciprocals, 9, and county 
farm mutuals, 77, making a total of 151. 
There were 564 out-of-state companies 
licensed in Indiana on the same date. 


Want Requirements Modified 

Disclaiming responsibility for the rul- 
ings of the Pennsylvania department 
with respect to agency license examina- 
tions, the Insurance Federation of that 
state points out that it is seeking a mod- 
ification of certain of the present re- 
quirements, notably that compelling 


| established agents to submit to exami- 
|} nation when taking on additional com- 
| pany representation. It is this latter 


rule that has aroused bitter criticism 
both on the part of local men and of 
company executives. 
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Grand Rapids Man 
* 

Makes Fine Record 

VERETT M. DEAN of the Grand 

Rapids, Mich., agency of the Aetna 
Life who will address the trust division 
of the Chicago Life Underwriters As- 
sociation Dec. 6, is one of the most suc- 
cessful creators of life insurance trusts 
in the country. Mr. Dean is a very 
modest man. He is always on the 
Aetna Life leaders list and yet he does 
not desire his name to be published. | 
addition to leading the Aetna Life he 
is on the leaders list of four other com- 
panies, being the foremost personal pr 
ducer on their bulletin board. 

Since 1920, Mr. Dean has not writ 
less than $3,000,000 a year. During 199 > 
and 1926 he wrote $5,000,000. Up 
Nov. 1 this year he had written $5,000.- 
000. During the last two years he has 
created between $15,000,000 and $20.- 
000,000 life insurance trusts in his cfty 
He has been urged to go on the board 
of directors of one of the big banks at 
Grand Rapids, but he desires to assume 
an impartial attitude toward all the 
financial institutions. Mr. Dean enjoys 
a very handsome annual income owing 
to his large writing and extensive re- 
newals. He has a high professional 
standard which he follows religious!) 


HILLSMAN TAYLOR HEADS 
MISSOURI STATE LIFE 

(CONTINUED FROM PAGE 3) 
brief career with the Missoufi State Lifc 
long ago decided that he was the logical 
man to take over Mr. Singleton’s duties 
In fact, during the past year he assumed 
much of the work formerly handled by 
the president, Mr. Singleton being away 
from St. Louis for many weeks at a 


time. 
Executive Is Lawyer 


Before going to St. Louis, Mr. Taylor 
had a distinguished career in law and 
politics in Tennessee. He was the gen- 
eral counsel for the Cotton States Life 
of Nashville, which is also controlled by 
Caldwell & Co. and for many years had 
been associated with Rogers Caldwell in 
his investment business. 

A graduate of Vanderbilt University. 
he began the practice of law at 21, and 
three years later was speaker of the 
Tennessee house of representatives. He 
was appointed attorney general by for- 
mer Governor Rye of Tennessee. 

In 1917 he joined Caldwell & Co. and 
was largely instrumental in bringing 
about the deal for the Missouri State 
Life and also for the purchase of Cotton 
States Life, the North American Na- 
tional of Omaha and the Inter-Southern 
Life of Louisville and a large block of 
stock in the Southern Surety. 

Mr. Singleton and his family received 
approximately $8,600,000 for their Mis- 
souri State Life stock, it is said. Shortly 
after Caldwell & Co. secured control of 
the Missouri State Life, Mr. Taylor was 
named vice- preside nt and has in a meas- 
ure directed its affairs since that time, 
although Mr. Singleton was the nominal 
head of the company. 

Good Increases Made 


During Mr. Taylor’s connection with 
the Missouri State Life it has increased 
its assets from $61,000,000 to $80,000,000 
and insurance in force from $587,000,000 
to $750,000,000. The group insurance 
and the health and accident departments 
have also been greatly <a during 
the past 18 months, and 1927 to date 
has been the best year in their history. 
The new business paid for by the lite 
department in 1926 totaled $179,000,000, 
compared with $137,000,000 the year be- 
fore, while in the first 10 months of 1927 
the company experienced a gain of 31 
percent over 1926 in new business writ- 
ten. 

Mr. Singleton was elected president of 
the Missouri State Life on March 11, 
1919. During the first nine years of his 
administration the company increased 
Its assets from $19,000,000 to $61,000,000 
and its insurance in force from $180 
000,000 to $587,000,000. 
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GOOD SPEAKERS LISTED 
FOR RALLY OF AGENTS 


NATIONAL FIDELITY MEETING 
Frogram Anncunced for Agency Con- 
vention at Home Office in Kan- 
sas City, Jan. 10-12 


KANSAS CITY, Mo., Nov. 13 Phe 
National Fidelity Life will hold its 
convention ai the 


an- 
' 


ual agency home o!f- 





| 


fice Jan. 10-12, under the direction of | 
President Ralph H. Rice bout 45 
agents from Illinois, lowa, Nebraska, | 


Kansas, California and Missouri are ex- 
pected to attend, the requirement fot 
attendance being $100,000 in paid-for 
business during the year. 

One of the principal speakers will be 
Mansur B. Oakes of the R. & R. Serv- 
ice, Indianapolis. The first morning 
session will be given over to the Front 
Rank Club, the producers organization. 
E. G. Choteau, Pacific Coast general 
agent, will conduct an hour under the 
subject “We're from California,” six of 
his agents making short talks on var- 
ious agency problems. Raymond Lilley 
of Fort Dodge, Ia.. who has been with 
the company the longest of any pro- 
ducer, will be a speaker the first day. 
Dr. J. W. Werr, medical director, will 
give an address on “Fraud.” The first 
day will be concluded by a round table 
discussion, with the chairman of 
Front Rank Club presiding 

George Wright, district superinten- 
dent of the Retail Credit Company, will 
be the speaker the second day and C, T. 
Prime, secretary, will outline the corre- 


spondence course offered by the com- 
pany. H. O. Cedarholm, actuary, will 
answer questions pertaining to policies, 
and George Stevens. conservation man- 
ager, will discuss the salesman’s rela- 
tion to second year lapses. 

The third dav of the convention. Dr 


Wear will review the non-medical ex- 
perience of the company, based on a 
comparison of 2,000 non-medical 
2.000 medical cases. from the time 
when the company adopted non-medical 
in August, 1925. Tames E. Nugent, at- 
tornev for the National Fidelitv. will 
conduct a question box on problems 
pertaining to the legal aspect of the 
insurance application. An interesting 
program of entertainment has been 
ranged. 


ar- 


Goes With Our Home Life 

J]. Harry Holtman has 
assistant agency director of the Reserve 
Loan Life of Indianapolis to assume 


resigned as 


the | 


| 


and | 


charge of the agency department of Our | 


Home Life, Washington, D. C.. as 
agency director. Mr. Holtman went to 
Indianapolis several vears ago to rep- 
resent the Franklin Life, having been 
previously with the Union Central in 
lilinois. 


Insurance Federation Dinner 


The annual dinner of the Insurance 
Federation of America will be held at 
the Hotel Astor, New York City, the 
evening of Dec. 5. William M. Byrne 
of St. Louis is president. W. I. Nolan. 


lieutenant-governor of Minnesota, will 
speak on “The Biggest Business in 
America.” Phil Braniff of Tulsa, Okla., 
will have “Some Observations” on the 
muusiness. The arrangements are in the 
ands of John T. Hutchinson of De- 
troit, the secretary 


Extend Grace Period 


As soon as the seriousness of flood 
conditions in Vermont was realized in 
Hartford, Vice-President George  E. 
Bulkley of the Connecticut General Life 
wired the company’s Vermont agencies 
that the time limit on premiums due 
from policyholders in that state would 
be extended. At present the period of 
extension has been increased to 31 days 

This taken to give every 


action was 


| 
| 
| 


members of the 


| general 


i; to have a 


reasonable help to policyholders in keep- 
ing their insurance in force at a time 
when it is most needed and appreciated. 

The Connecticut General has over 
$20,000,000 of insurance in force there. 
The extent of losses due to the flood 


| is not yet known. 


Equitable’s October Figures 

Equitable 
October 
$882,641 


Paid for business of the 
Life of Iowa for the month of 
was $7,716,484, exceeding by 
the business of October, 1926. report 

New York City was the leading 
agency with $1,050,957, and Harrisburg, 
Pa., was second. Illinois was the lead- 
ing state with New York, 
Pennsylvania, Ohio and Iowa finished in 
the order named 


$1,158,862 


John Hancock's Loan Figures 


The John Hancock Mutual Life states 
that the interest vield on mortgage loans 
accepted by the company in October 
averaged 5.54 percent. Mortgage loans 
accepted in October amounted to $5,219 


551. Of these 231 were on farms and 
142 on city dwellings and apartment 
houses. For the ten months ending 
Oct. 31, the total loans amounted to 
$36,435,284. The average interest vicld 


on these loans was 5.52 percent These 
loans covered 2,914 farms and 1,416 ' 
properties (dwelling and apartment 


houses) housing in all 4,124 families 


Russell Speaks at Muncie 
“Reading Between the Lines was 
the subject of an address given last 
week by Winslow Russell, vice-president 


of the Phoenix Mutual Life, at the 
luncheon meeting of the Muncie, Ind 
Advertising Club. Members of the Tri 
angle Club and faculty of the Ball 
Teachers College were present as sp 
cial guests 
Dinner to Beha and Hadley 

rhe Group Association ot life insur 
ance companies gave a dinner Tuesday 
night in New York in honor of Supet 
intendent Beha and Chief [Examiner 
Nelson B. Hadley of the New York 
department. The dinner was compli 
mentary to these officials for their effec 
tive cooperation with the group lite 


companies in making laws and rules for 
the conduct of the group business 


Judea Life's Progress 


The Judea Life, which began opera 
tions in New York less than six months 
ago as a subsidiary of the Judea Insur- 
ancee Company of Palestine and is now 
licensed to do business in about a dozen 


other states, announced this week that 
it has received applications for moré 
than $8,180,000, on which it has issued 


business amounting to more than $5 
$70,000 


PLANS ANNOUNCED FOR 
INDIANA INSURANCE DAY 


It is the purpose of Howe S. Landers 
chairman of Indiana Insurance 
Day which will be held Jan, 24, 1928 
well balanced program, en 
phasizing all branches of insurance I 
this end it is announced that the life 
men will conduct an agency managers 
school of instruction on the day prec 

ing the convention. It is also annovace 1 


that Elbert Storer, state agent of the 
Bankers Life, has been appointed chr 
man of the reception committee. This 
rounds out the executive committee 
which will have charge of the ever 


Other members of the executive 

are William L. Leonard, chai: 
man of the speakers committee; Robert 
E. Throckmorton, chairman of registra 
tion: Fred Robertson, chairman of pul 
licity, and C, F. Merrill, chairman 
entertainment. Joseph W. Stickney 
president of the Insurance Federati 
of Indiana; Hugh E. Reynolds. 
tary of the Federation, and C. C. Duct 
treasurer of the Federatwn, are als 
executive committee 


mittee 


sect 
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EUBANK TAKES IMPORTAN 
JOHNSON & HIGGINS POST 


HAS NEW LIFE DEPARTMENT 


Former General Agent for Aetna Life 
to Head Jurisdiction Over Nation- 
Wide Business 
NEW YORK, Nov. \nnounce- 
ment was made here today that Gerald 
\. Eubank, former member of the 
eral agency firm of Hart & Eubank, rep 
resenting the Aetna Life in this city 


gen 





Oe tc2 

















GERALD A. EUBANK 


will on Dec. 1 become general manager 
tor the newly created lite department o! 
Johnson & Higgins and will have charg 


of this department for all their offices 
throughout the country, with headquar- 
ters in New York 

Mr. Eubank has gained nation-wide 


recognition, both as a personal producer 
and an manager Mr. Eubank 
came to city from Detroit about 
four vears ago to join hands with Hugh 
D. Hart in the establishment of the 
Hart & Eubank general agency which 
immediately developed into one of the 


agency 
this 


largest in the country, setting a phe- 
nomenal record for production. When 
Mr. Hart resigned to become vice-presi 


_ 
uN" 


dent of the Penn Mutual Life, Mr. Eu- 
hank remained in charge of the agency, 
but lett the Aetna Life when the New 
York territory was divided into several 
geenral agencies and has tor some 
months been operating on an independ 


ent basis 


Executive Committee to Meet 


tte of the 
will meet at 
York City, the 
convention of the 


l resi- 


rhe executive commi 
American Life Convention 
the Astor House, New 
week of the annual 
Association of Life Insurances 
dents 


Acacia Mutual Gains 
Lhe 


kam or 


first 10 


Acacia Mutual Life reports a net 
more than $30,000,000 for the 
months, which is a 31 percent 
for the year 


tact is gam tor 


increase same period last 
and in wreater than the 


tir 


¢c entire vear 10°26 


Agency Directors to Meet 


‘air 


annual conteren or the agency 
iirectors of the New York Life will be 
eld at Hollywood, Fla., Jan. 9 The 
agency men from all parts of the coun 
try will gather here for their annual 
discussion of the plans for the coming 
year 
Pacific Mutual Convention 
Dhe Pacific Mutual Life ill hold its 
Big Tree Club convention at the home 
othce next year, the date being July 9 


At the coming convention the company 
plans to celebrate its 60th anniversary. 


Hegeman Library Dedicated 


Che library given to the village of 
Mamaroneck, N. Y., by the estate of 
the late John R Hegeman, long presi- 





dent of the Me tropolitan Life, was for 
mally dedicated luesday 
AGENCY MANAGER 
Wanted by an experienced ae mrager a posi 
ry perinte te f ager fr agency Manager 
a life mopar ra par writing life, ecei 
i and ' : i he middle west 
sthwu est Cur e references and 
willing » rk ‘\ ploved Avall 
ble Janucry Ache ‘ r National 
l nderwriter 











EXPERIENCED PRODUCER AND 
MANAGE wants salaried managerial 
thorough business basis for 
part of a state with progressive 
desiring permanent, efficient and 
modern weanization built up to high 
level of productiot Address C-4, Care 
The National Underwriter 


position on 
State or 
Company 
saics 

















@ When the 


Surance. 














Security~— 


organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. 
the Wars, Panics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 


The Mutual Benefit Life Insurance Co. 
Owen, N. J. 


Mutual Benefit was 


Through 


and Epidemics 
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An Interesting Development 


THE announcement that the Metro- 
POLITAN Lire will enter Great Britain is 
interesting. American life companies are 


now withdrawn from 
countries 
continent. It seems to be the policy 
companies as the MUTUAL, 
York and New York 
Europe particu- 
New York com- 
England some time 


virtually all the 
outside the North American 
of such 
Eouitasie of New 
Lire to remain out of 
When the 
panies operated in 
prior to the 
they cut quite a swath 
London 


larly. great 


Armstrong investigation 


There are sev- 


eral men today enjoying for- 


tunes which they made writing business 


for one or another of the “Big Three 


The New York companies wrote consid 
erable business but they were not on the 


whole popular with the English people 


For one thing, the English objected to 
American salesmanship methods 
The Sun Lire and 


companies are 


other Canadian 
thriving business 
\USTRALIAN 


doing a 
in Great britain, as is also the 
Murvat Provident. 
approach American methods in getting 


business more 


These companies 


nearly than do the Eng- 
lish companies. 
American 


It was to be supposed the 


companies would make no further ef- 


fort to extend to the European conti- 


ment, and yet here is President Fisxt 
amnouncing the fact that his company 
British field. There 
possible chance of the 
LIFE 
industrial business in Eng 


with the Prupen- 


is entering the 
would be no 
MerRopo.iraNn 
factor in the 
land, in competition 


becoming any great 


riAL of London on a basis of cost. How- 
ever, the Metropo.titaAN Lire will show 
the English industrial companies a thing 
or two when it comes to nursing service 
and cutting down the 
among the English 
where the 


working classes. 
METROPOLITAN’S e€X- 


Anyone 


This is 
neriment becomes interesting. 
who has traveled through England and 
noticed the poor, woe-begone appearance 
of the working people can easily picture 
what a splendid thing it would be to 


introduce METROPOLITAN LiFe educational | 


and nursing methods among them; in 


mortality rate | tell him 





- PERSONAL GLIMPSES OF LIF E UNDERW RITERS 





Under the impetus of the drive in 
honor of President Arthur L. Bates of 
the Union Mutual Life of Maine, and 
Mrs. Bates, which was voted by the 
managers and leading 
company in convention at the home 
office of the company at Portland, in 
September, the issued business for Oc- 
tober was over two and a half times 
the volume issued in October, 1926, and 
brought the issued business for the first 
ten months of 1927 approximately $500,- 
000 in excess of the total issued business 
for the vear 1926. The drive will be 
continued through November, with 
stress on paid-for business for the sec- 
ond month. 


Henry F. Tyrrell of Milwaukee, legis- 
lative counsel of the Northwestern Mu- 
tual Life, who has just passed through 
a siege of pneumonia, is gaining strength 
slowly. It will be some time before he 
can return to work. Mr. and Mrs. 
Tyrrell are planning a southern trip. It 


agents of the 


has not been decided at this time when | 
|} and where they will go, but the doctors 


that it will be necessary for 


| him to get away from the rigors of the 


fact it almost looks as if Lioyp Gerorce | 


might have induced President Fiske pri- 
vately to 
one means of 
manufacturing and commerce. 

But, of course, the Lonpon PrupentiAr 


bring his company over as 


rehabilitating English 


would not permit the MetropotiTaAN Lire 
to get a foothold in the industrial busi- 
ness in England through its conserva- 
tive system without itself going into that 
work. What the Merroponitan Lire is 
doing for the present is extending its 


nursing and health service to the Eng- 
in the field of group insurance the Met- 
ROPOLITAN Lire can undoubtedly not only 
secure a business but give the 


people a 


large 


English taste of its service 


which may stimulate its own industrial 
and group companies along several lines, 
We venture to say that the Metropot- 


IraAN Lire will bring more into England 
than it can possibly take out in business 


written 


Effect of Strife for Volume 


TuHexe is much being said and written 
these days about life insurance lapses 
The figures of some companies are ap- 
palling. There is a great waste in the 
amount of insurance that sloughs off 
the books every Reinstatement 
departments are set to work to try and 
save at least some of the cases that have 
lapsed. Conservation methods are put 
into effect. Every lapsed policy means 
a loss to the company but a greater loss 
oftentimes to the policyholder. 

Undoubtedly one of the _ greatest 
causes of lapsation is the pressure ex- 
erted by the production department on 
the field. Quotas of too large dimen 
sions ar¢ agency depart- 
crowding their men for more 
A general agent feels that in 
order to hold his position he is obliged 
to produce the 


year. 


given. The 
ments are 
business 


amount of business that 
is set for him. He in turn applies the 


He brings into his 
that are not in the 
They hop, skip and 
endeavoring to secure enough 
there to make 


whip to his men, 
organization those 
business to stay. 
jump, 
business while they are 
it pay. 

Volume seems to be the big thing in 
the minds of the production department. 
Agents therefore take notes from per- 
sons who probably realize they cannot 
meet them. An application is secured 
for $5,000. The agent probably orders 
$5,000 or $10,000 more. When he de- 
livers 
entire premium. 
oversold and the 


The policyholder is 
entire $15,000 lapses. 
Perhaps the $5,000 originally applied for 
could have been saved. 

The agents in the field feel 
order to satisfy the home office, 
ness should be written on any basis. It 
is this tremendous drive for volume, for 
quantity, for a big showing that is caus- 
ing a lot of lapses 


that in |} 
busi- | 


northern climate during the winter. 


Ralph E. Richman, manager of the 
Cincinnati office of THE NATIONAL UN- 
DERWRITER and editor of the “Accident & 
Health Bulletins,” last week underwent 
an operation for appendicitis at the 
Bethesda Hospital and is reported as 
well on the road to recovery. Mr. Rich- 
man was recently made an honorary 
member of the Accident & Health Un- 
derwriters Conference. 

M. Rhodes, Michigan manager for 
the North American Life of Toronto, 


| was selected by the Detroit Association 


of Life 


Underwriters as the first of its 
speakers in a special radio broadcasting 


| program sponsored by the Union Trust 


Company of Detroit and put on the air 
over station WJR. There will be one 
address a month by some representative 
life insurance manager, one by a repre- 
sentative attorney, one by a representa- 
tive of the Detroit Real Estate Board 


1; . mB | and one by a representative of the bank 
ish people under its group policies and | 


it, he has a.note prepared for the | 


and trust company group. Mr. Rhodes, 
in his talk, which opened a series, dis- 
cussed life values and their insurance. 
W. W. Jaeger, the new vice-chairman 
of the executive committee of the Life 
Insurance Sales Research Bureau, is 
vice-president and director of agencies 


of the Bankers Life of lowa. He joined 
the Bankers Life organization in 1904 
as a member of the agency force. He 


soon displayed his fine ability and be- 
came an agency manager in 1909. In 
1915 he was again sent up the ladder, 





W. W. JAEGER 


epresentativ e 


appointed a regional! 


being made special field r 
In 1918 he was 


sales manager. In July, 1922, he was 
called to the home office to head the 
company’s sales organization. He is a 


man of force and character. 

“The Billy Sunday of Life I 
the title by which Mr 
called by Bankers Life 
has earned that title through 
quence and oratory in addressing assem- 
blages of the Bankers Life field organi- 
zation in the 23 vears during which he 


nsurance” 
Jaeger is fondls 
field men. He 


his elo- 


I< 


has been connected with the company 
He has spent practically all of hie bus! 
ness life in the business of life insurance 


salesmanship. 


Charles F. Pfister, heavy stockholder 
in Milwaukee insurance companies, dic 
in Milwaukee Saturday. He was 6s 
years old. Mr. Pfister was a directo: 
of the Milwaukee Mechanics and a 
heavy stockhelder in it. His father. 
Guido Pfister, was one of the founders 
of the company in 1852, and, upon his 
father’s death, the son took his place 
on the board. He was heavily inter- 
ested in the Concordia Fire of Milwau- 
kee, and when that company was take 
over by the Firemen’s about two years 
ago, he became interested in the latter 
company. He also was a stockholder 


lin the Old Line Life of Milwaukee. Hs: 


was regarded as one of the foremost 
leaders in the tannery and leather busi 
ness of this country, being vice-president 
of the Pfister & Vogel Leather Company 
of Milwaukee and president of the West 
ern Leather Company. 


Rapidly recuperating from his injury 


Ray Yenter, Iowa insurance commis 
sioner, who broke his leg Oct. 25 whik 
duck hunting near Huron, S. D., re- 


turned to Des Moines this week. He 
spent two weeks in a hospital at Huron. 

George F. Schilling, formerly manager 
of the Philadelphia agency of the Union 
Central Life, died a few days ago. He 
had a lingering illness and waged a very 
valiant fight against it. Mr. Schilling 
retired as manager of the Union Central 


Jan. 1 last, being succeeded by James 
Elton Bragg. He is survived by Mrs 
Schilling and two sons, one of them, 


George E. Schilling, being connected 
with the Philadelphia agency of the 
Union Central. Mr. Schilling served the 
Union Central for 14 years and previous 
to that was general agent of the State 
Mutual Life at Philadelphia. Follow- 
ing his resignation from the Union Cen 
tral he went to Europe and spent a num- 
ber of months there in an effort to regain 
his health, 

Mr. Schilling in the old days was man- 
ager of the ordinary department of the 
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Prudential in Chicago. He was prom- 
inent in the Chicago Life Underwriters 
Association and was one of its most con- 
vivial members. 

There was a famous quartet made up 
of apostles of good cheer at the time 
Mr. Schilling was holding forth in Chi- 
cago. In addition to him there were 
Ben S. Williams, general agent of the 
State Mutual Life; Winfield N. Sattley, 
manager of the Manhattan Life; Charles 
H. Ferguson, manager of the Mutual 
Mutual Life of New York. Mr. Schil- 
ling was a man of handsome appearance 
and was most kindly at heart. 


C. W. Hollebaugh, field secretary of 
the Western States Life, has been 
chosen by the University of California 
to conduct a series of evening lectures 
on “Life Insurance Salesmanship” in the 
San Francisco university extension divi- 
sion. The lectures will start Jan. 17. 
Before beginning this work he will give 
a series of instruction classes for new 
agents of the Western States Life in 
various agencies. 

Children of two families prominent in 
the insurance business were united in 
marriage last Friday when Miss Anne 
Conrad D’Olier and Richard Henry 
Reeve, 2nd, were wed at Burlington. 
N. J. Miss D’Olier is the daughter of 
Vice-President Franklin D’Olier of the 
Prudential and Mr. Reeve is the son of 
A. H. Reeve, manager of the Travelers 
in Philadelphia. 


Edwin A. Olson, Chicago, president 
of the Mutual Trust Life, and Colvin B. 
Brown, manager of organization se rvice 
of the United States Chamber of Com- 
merce, were the principal speakers at 


the recent membership meeting of the 


chamber of commerce of Minot, N. D. 


Harry A. Loucks, former insurance 
commissioner of Wyoming, was elected 
mayor of Sheridan, Wyo., at the recent 
municipal election in that city. He had 
strong backing from insurance men. 


. " , . ‘ j 
Celebrating its 20th anniversary with 


a record October business, the A. W. 
Crary agency of the Northwestern Na- 
tional Life in North Dakota paid for 
$478,000 in that month, an increase of 
125 percent over the same month of 
1926. This brought the total in force in 
the agency, to $26,102,697, several mil- 
lions more than the total business in 

rce with the company as a whole 20 
vears ago, when the Crary agency was 
launched. This is a striking example of 
20 years of agency building. 


James A. Campbell, agency director 
of the New York Life in Chicago, and 
his wife will spend the latter part of 
January in Cuba. They will sail for 
Havana immediately after the confer- 


ence of agency directors in Hollywood, 


Fla., on Jan. 9 and will return via New 
Orleans 


F. F. Finlayson, a; agency manager for 


the Continental Life of Missouri at 


Idaho Falls and the oldest member of | 
that company’s field force in length of | 
service, died at his home in Idaho Falls. | 
Mr. Finlayson was 52 years old and had | 


been with the company very nearly a 
quarter of a century. He was a very 


successful agency organizer and per- 


sonal producer. 


Group Policy Extended 
The Chicago, Rock Island & Pacific 


Railway has extended its group insur- 
ince plan to cover all employes inste ad 
f a limited number. The Metropoli- 
tan Life had the contract and now more 
than 30,000 employes will be insured 
for $60,000,000. 

All employes of the Rock Island lines 
wi ith six months’ se rvice or over are now 
eligible for $2,000 life insurance, $2,000 
accidental death and dis memberment in- 
surance and $15 weekly sick and non- 





cupational accident benefit The en- 
ire program is cooperative, with the 
railway company and the employes 


haring the cost 
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The New Retirement 
Income Policy 


The new Retirement Income Policy 
of The Lincoln National Life is designed 
for the many people who are primarily 
interested in providing an income for 
some future date of retirement. 


It provides either a life annuity or 
refund annuity to begin at an age elect- 
ed by the insured. 


It has death benefits cash surrender 
values as well as loan values. 


It may be issued with the Income 
Disability provision. No medical exam- 
ination is required unless the Disability 
feature is desired. 


The Retirement Income Policy 
answers another definite need for Lufe 


Insurance. It affords another reason 
why it pays to 


(nk UP ()wim THE (() LINCOLN) 
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Insurance Company 


‘‘Its Name Indicates Its Character’’ 


Lincoln Life Bldg. 
More Than 500 Millions in Force 


Lincoln National Life 


Fort Wayne, Ind. 
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The Direct Agency System a Success 
One Hundred Millions in Force 


THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the first company thirty (30) years and the 
second company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 
and a half (1934) years. 


Our business has all been written direct through our 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 
other companies. 


“TWO HUNDRED MILLION IN '32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
Cc. W. Branden, President D. E. Ball, Vice-President and Sec’y. 
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WEBER TO HEAD NEW OFFICE 


Named General Agent for Union Cen- 
tral Life at Springfield Covering 
Central Illinois 


| Chester C. Weber has been appointed 
| general agent for the Union Central 
Life at Springfield, Ill, where a new 
office is being opened by the company, 
the fourth general agency in Illinois. 
This agency will embrace 26 counties. 
Mr. Weber is an experienced life under- 
writer. He is only 38 years old, but 
he has been many years in the business. 
| He is a native of Litchfield, IIl., and he 
first entered business there with the 
local newspaper. After four years in 
| that work he became a book salesman 





CHESTER C, 


WEBER 


|} and shortly was made _ organization 
manager of the concern he represented. 
In 1917 he entered the life insurance 
| business with the Chicago agency of 
| the Union Central Life, averaging $200,- 
| 000 in paid for business annually. In 
| 1922 Mr. Weber moved to St. Louis, 


| | LIFE AGENCY CHANGES 
| 
| 
} 


CENTRAL LIFE APPOINTMENTS 





H. Clay Brown, Formerly Superintend- 
ent of Agents, Louisiana State 
Life, in New Connection 





Brown, who was former], 
superintendent of agents of the Louisi- 
ana State Life, has gone to California 
to take charge of the San Diego district 
of the Central Life of lowa. He will 
locate in San Diego as soon as possible 
after moving from Shreveport. 

K. Nichols is appointed general 
agent for Iowa, with headquarters at 
Atlantic, Ia., for the Central Life. Mr. 
Nichols was placed in charge of several 
counties surrounding Atlantic and has 
appointed a number of agency connec- 
tions. 

Bert Odell has been connected wit! 
the Central Life for about 12 years. All 
of this time he was associated with the 
Minnesota state agency. He has re- 
cently been appointed as manager, wit! 
headquarters at Omaha. 

Recently a contract has been made 
appointing M. M. Studebaker manager 
of the Topeka, Kan., territory. Mr 
Studebaker is an old friend of many 
members of the Central Life. He has 
had several years of life insurance ex- 
perience, all of which have been to his 
credit. 


H. Clay 





Central Life Appointments 


T. O. Teschendorf has been appointe« 
general agent of the Central Life of 
Chicago for northern Michigan, with 
headquarters at Bay City. 

Thomas Cathey is appointed for 
southeastern Iowa, with headquarters in 
Burlington and Wapello. H. H. Clark 
will be associated with Mr. Wm. Hor 
ley, newly appointed general agent for 


| eastern Kansas and western Missouri, as 


| going with the Michigan Mutual Life. | 


| Shortly after that, when Frank M. See 
| took over the management of the Union 
| Central, Mr. Weber returned to that 
| company in the St. Louis office, which 
| he now leaves to open the new agency 
| at Springfield. 


J. H. Smith, T. ¢. Looney 


| J. H. Smith and Thomas C. Looney, 
| Jr., have been appointed general agents 
|} of the Massachusetts Mutual at Mem- 
| phis, Tenn. It is the company’s new- 
| est general agency. 

Mr. Smith has been with the company 
a number of years as general agent at 
Nashville, Tenn., and will continue his 
general agency there. Mr. Looney, who 
has been with the company since 1923, 
has been in charge of the Memphis of- 
fice of the Nashville agency for some 
time. 


Alamo Life Appointments 


The following agency appointments 
| are announced by the Alamo Life of 
San Antonio: J. M. Duffy, agency man- 
| ager for east Texas, with headquarters 
at 627 Chronicle Building, Houston; W. 
B. Mohle, district manager, Corpus 
Christi district, at Robstown; Elmer 
Adams, district manager, Lubbock, Tex. 

The Nov. 1 bulletin of the Alamo Life 
announces that the company has just 
passed $4,000,000 paid-for business for 
1927, which is approximately a 33% per- 
cent gain over 1926. 





Don K. Kissinger 


Don K. Kissinger of Monmouth, III. 

has been appointed district agent at De- 
catur, Ill, of the Massachusetts Mutual 
Life, succeeding the late Guy Lips- 
comb. Mr. Kissinger has represented 
| the Massachusetts Mutual in Mon- 
mouth for five years. Tom W. Potter. 
who has been in the insurance field at 
| Decatur the last four months, will - be 
associated with him in the agency. 


He is one of the lead 


hen 


agency manager. 
ing producers of Kansas. Mr. Tesc 


| dorf recently resigned as secretary of 


the Agricultural Life, which position he 
held for seven years, while Mr. Cathey 
previously was in the automobile busi 
ness. 


J. J. LeFedre 


J. J. LeFedre, formerly general agent 
for the Montana Life at Lewiston, has 
re signed to make a general agency con 
nection with another company. F. 
Swingle, who has represented the com 
pany at Lewiston as special agent, also 
has resigned. 

Rupert S. Burton of Moscow, Ida.. 
has been made a special agent for the 
company for the Moscow territory. 





Noel A. Dew 


Noel Aylmer Dew has been named as 
general agent for the state of Oregon 
for the John Hancock Mutual Life, and 
opened quarters at 830-33 Northwestern 
Bank building, Portland. 





Cc. W. Noble 


C. W. Noble has been appointed man 
ager of the Pacific coast department of 
the Mutual Trust Life of Chicago, suc 
ceeding John Granquist. Mr. Noble has 
had a wide experience both as a persona! 
producer and field supervisor for the 
Mutual Benefit Life. He wil! have his 
headquarters in Seattle, Wash 


Arthur L. ~— ers 


Arthur L. Bowers of Zanesvi ille. O 
has been appointed general agen 
Reliance Life of Pittsburgh He will 
have offices in Columbus, © 


of tne 


Perry G. Fuller 


Perry G. Fuller has resigned as gen 
eral agent of the John Hancock Mutua! 
Life in Portland, Ore., though he will 
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continue with the company in another 
capacity at another agency. The ap- 
pointment of his successor will be an- 
nounced later. 


F. B. Carter 


F. B. Carter, formerly connected with 
\rmour & Co. in Seattle and for the past 
five years in Brazil as vice-consul, has 
been appointed manager at Seattle of the 
Fidelity Mutual Life. The offices of the 
company in the Dexter-Horton building 
will be enlarged. 


Thomas L. Barnes 

Life of Columbus 
appointment ot 
Thomas L. Barnes of Des Moines as 
state agent for lowa. The company re- 
cently was licensed to do business in 
that state 


rhe Ohio State 


Q., announces the 


L. A. Vogel 


L. A. Vogel has been appointed gen- 
eral agent for the Missouri State Life at 
Sioux City, la. Mr. Vogel was formerly 
assistant manager of the Des Moines 
branch, 


M. L. Martin & Co. 


M. L. Martin & Co. have been made 
general agents for Memphis and west- 
ern Tennessee for the Sentinel Life. 


The office of the agency is 107 South 
Court Square, Memphis. Mr. Martin 
recently visited the home office at Kan- 
sas City, 


David O. Johnson 


David O. Johnson has been appointed 
general agent for the Minnesota Mutual 
Life at San Antonio, Tex. Mr. Johnson 
has been a member of the Sam R. 
Weems agency of the company at Dal- 
last, Tex., for several years and has 
been one of the star producers of the 
company. 


N. L. McGinty 
N. L. McGinty, who has been con- 
ducting a general insurance business at 
Fresno, Cal., has been appointed the 
general agent there for the Montana 
Life. Mr. McGinty formerly lived in 
Butte and is well acquainted with the 

Montana Life organization. 





Missouri State’s Coast Changes 


Stuart C. Thompkins, manager of the 
San Francisco office of the Missouri 
State Life for the past three years, has 
resigned effective Dec. 1. Stanley R. 
Randolph, manager of the company in 
Washington and northern Idaho, will 
succeed Mr. Thompkins. Harry V. 
Montgomery, agency supervisor in the 
middle western territory of the com- 
pany, will take Mr. Randolph’s place at 
Seattle, according to announcement ol 
Vice-president J. J. Moriarty, who is in 
San Francisco. Mr. Thompkins is leav- 
ing the life insurance business to become 
sales manager of the Seattle Astoria Iron 
Works. 


R. C. Anderson, Ralph Sanborn 


Robert C. Anderson, for many years 
general agent in New York City for the 
State Mutual Life of Worcester, and 
one of the outstanding figures in local 
life underwriting circles, has resigned 
as of Dec. 31 to devote his entire time to 
personal production and to give atten- 
tion to his rather extensive outside in- 
terests. His successor has not yet been 
chosen. In the long years of his asso- 
ciation with the State Mutual Life, Mr. 
Anderson has always enjoyed the com- 
plete confidence of its executives. 

Ralph Sanborn, who has been a part- 
ner in the Anderson agency, will like- 
wise retire at the close of the vear. Both 
will likely remain in the life business in 
New York City, though their plans have 
not been fully matured. 
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Participating 

Non-Participating 

Sub-Standard 

6% Guaranteed 
Income 

Life Income 

Modified Life 





Our Agents’ Working Tools 


WE have openings for agents in the following states: 
Alabama, Arkansas, Arizona, California, Colorado, 
District of Columbia, Florida, Georgia, Kentucky, 
Louisiana, Maryland, Minnesota, Mississippi, Mis- 
souri, North Carolina, New Jersey, New Mexico, Ohio, 
Oklahoma, Pennsylvania, Porto Rico, South Carolina, 
Tennessee, Texas, Virginia, West Virginia, Wyoming. 


W. T. O’Donohue, Vice-President and Agency Manager, 


JEFFERSON STANDARD 


LIFE INSURANCE COMPANY 


Over 320 Millions in Force 


Child’s Educational 

Juvenile Policies 

Premium Waiver 

5% on Policy 
Proceeds 

Age Limits: 1 Day to 
65 Years 


Preferred Risk 
Pay-Roll Deduction 
Monthly Premium 
Low Cost Term 
Double Indemnity 
Disability Income 
Policies for Women 


If you desire further information write direct to 


Greensboro, North Carolina 


Greensboro, North Carolina 


JULIAN PRICE, 
President 

















A PURELY MUTUAL 
Company / 


If You Have Knocked 
the “‘T” Out of ‘‘Can’t” 


WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 
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PROTECT HIS EARNING POWER FIRST! 


What's the use of insuring your 
client’s life, house, furniture, radio, 
automobile, etc. and leaving UN- 
PROTECTED his only means of acquiring these possessions ? 

Like death and taxes, disability is practically a certainty 
today.. Then include in your client's insurance budget an 
INCOME POLICY—his SILENT PARTNER that provides 
when he cannot earn. 

_ The high standard of our policies and claims service to 
policyholders is proven by our steady growth in every state, 
covering a long period of years. 

We have an excellent agency proposition to offer real 
producers. 


NATIONAL CASUALTY COMPANY 


DETROIT, MICHIGAN W. G. CURTIS, President 
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We have openings in Ala, Ark., Dela, D. C., Fla, Ga., Ill., Ia, Kans., Md., Mich., 
Minn., N. M., N. C., Okla, S. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. : ; 
Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. : 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. Pike) 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. ‘ 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 











See 


EIGHTY-FOUR YEARS | 


Honorable Dealing with the Public, Through an 
Agency Force of Selected and Trained Men, has Formed 
the Character that Explains our Reputation. 


NEW ENGLAND MUTUAL 


| 
| 
LIFE INSURANCE COMPANY | 


BOSTON, MASS. 


_ 
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The Liberating Highroad 


| Byroads may be peaceful pathways, but they do not 
lead to ambitious destinations. Fear keeps many from 
joining the great procession that moves along the highway 
to success. They mistakenly fear they lack ability, and! | 
they shelter themselves in a salaried position whose future 
is not satisfyingly bright. Life insurance salesmanship is 
a liberator of such men. Cast out fear, have faith that you 
are as capable as other men, learn how fine an opportunity 
life insurance provides, and then leave the byway for this 
highway on which thousands and thousands are happily 
and safely traveling. 

Confer with the nearest Penn Mutual General Agent, 
or write direct to our Home Office, if you are ambitious, in- 
dustrious, and desire success. 


The Penn Mutual Life Insurance Company 
Independence Square. Philadelphia, Pa. 
Founded 1847 























Thirty-two Years of Personal Service 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 


WILLIAM J. ALEXANDER 
Secretary 
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POLICY SIZES SHOW INCREASE 





“.verage for Connecticut Was $2,943 in | 


1926, As Compared with $2,731 
for Previous Year 





An average of $2,943 of ordinary life 
insurance was taken out by Connecti- 
cut residents in 1926, according to an 
analysis of life insurance figures made 
from the reports of the companies do- 


ing business in that state and just Is- | 


sued by the Connecticut insurance de- 
partment. This compares with an aver- 
age of $2,731 for the previous year. 


The per-policy average of industrial | 


life insurance issued during the same pe- 
riod was $304, compared with $273 for 
the previous year. 

A total of $170,669,915 of new life in- 
surance was issued to 58,735 Connecti- 
cut policyholders. 
policy average is higher than that of 
Massachusetts, but smaller than that of 
New York. The New York average is 
$3,513. 
was $2,800, the 1926 figures not being 
available for that state. 

Connecticut’s per-policy average of in- 
dustrial life insurance in force is higher 


than that of either New York or Massa- | 


chusetts, the respective figures 
$214, $212 and $199. The per-policy 


average of industrial life issued in 1926 | 
to Connecticut residents, $304, is $24 less | 


than that of New York and $50 more 
than that of Massachusetts for 1925. 
The average per-policy of ordinary 
life insurance in force in Connecticut is 
$2,134. A total of 430,485 policies are in 
force, for a total of $917,696,487. 





Ballou Agency’s Big Month 


October was the biggest month in the 
history of the A. P. Ballou agency of 
the Mutual Life of New York at De- 
troit. The month was designated as 
President Houston Month, and _ the 
agency responded with a total of $1,970,- 
000 in honor of the new president. 

November has been selected as the 
month to honor George K. Sargent, 
second vice-president and _ superinten- 
dent of agents, and promises to be an- 
other big month for the agency. 





Plan Connecticut Insurance Day 


Governor John H. Trumbull will be 
among the speakers at the annual ob- 
servance of Connecticut Insurance Day 
in Hartford Nov. 30. Governor Trum- 
bull and Commissioner Howard P. Dun- 
ham are the two speakers announced 
by the program committee. Plans are 
being rounded out for the all-day ses- 
sion which will be held in the Bond 
hotel, the auditorium of the Phoenix 
Mutual Life and the auditorium of the 
Travelers. There will be a luncheon at 
noon and a banquet in the evening. The 
general chairman of Insurance Day is 
Donald G. North of New Haven. 





Sales School at Indianapolis 


A three-day convention of Indiana 
representatives of the Missouri State 
Life was held in Indianapolis Nov. 10-12. 
A sales school was conducted by Pearce 
H. Young, agency instructor from the 
home office. 





Dropped Policy; Family Destitute 


A Columbus, O., newspaper was ap- 
pealed to this week to direct the atten- 
tion of the public to the plight of a 


woman who had just been left a widow | 


with nine children, ranging in age from 


three months to 16 years. The hus- | 


band and father died a few weeks ago 


following an operation in a hospital and | 


the family’s savings have been ex- 
hausted. Members of the Ohio State 
Life organization reading the story at 
once recognized the name of the man. 
He had taken out a $1,000 insurance 
policy. When the time came for the 


seventh premium in December, 1926, he ' 


The Connecticut per- | 


That for Massachusetts in 1925 | 


being | 


, surrendered the policy for its cash value 
| A representative of the company pleaded 
| with him not to drop the policy but he 
was obdurate, refusing to permit the 
insurance man to enter the house and 
compelling him talk to him through 
a screen door. Within a year the man 
| died and his family is now dependent 
on charity. 


Conflict on “Legal Death” 
A man legally dead in Maryland may 
yet be alive under the federal law, ac- 
cording to a decision of Judge Soper in 


United States District Court Balti 
more, 
Thomas Dunn English, World War 


veteran, disappeared from his New York 
rooming house in 1919, and nothing has 
been heard from him since. His step- 
mother, Mrs. Eloise Y. English of 
Frederick, Md., entered suit to recover 
| $10,000 war risk insurance \ court in 
Frederick county recently declared Eng 
jlish dead. United Attorney 
| Woodcock contended the government 
has no absolute proof of death as re- 
| quired under the terms of the policy. 
Judge Soper upheld a demurrer filed by 
Mr. Woodcock on these grounds, but 
held the case open for a further hearing 
| Nov. 22. 


states 





Award Agency Diplomas 


J. L. Cole, assistant superintendent of 
agencies of the Connecticut General 
Life, and L. B. Hendershot, educational 
director, attended a meeting of the com- 
pany’s Wilkes-Barre agency on Novy. 11 
to present permanent diplomas to the 
16 men who successfully completed the 
educational course given at the agency 
a year ago. At the end of the school’s 
three weeks session last year temporary 
diplomas were given to 22. with the 
understanding that permanent diplomas 
would be won by a year of successful 
producing. This meeting also marked 
the close of a six weeks’ agency con- 
test in honor of Mr. Cole. , 





Massachusetts Agents’ Examination 


Exactly 400 applicants appeared for 
the examinations as insurance agents 
given by the Massachusetts department 
last week. This compares with 294 at 
the first examination and 177 at the 
second test. Between 600 and 700 dif- 
ferent examinations were taken by the 
400 applicants, covering the varied lines 
of insurance. The larger number by 
tar were life men. , 





A. J. Knoefler Made Club Member 


he Knoefler, manager of the Ohio 
State Life branch at Canton, O., has 
been made a member of the company’s 
Hundred Thousand Dollar Club. ‘ 


Equitable Life Investments 

The Equitable Life of New York au- 
thorized mortgage loans totaling more 
than $9,265,000 last month. Approxi- 
| mately $1,453,500 was on farm properties, 
| the remainder being placed on urban 
| properties, including 870 dwellings to 
accommodate 1,282 families and 19 apart- 
ment buildings to accommodate 690 fam- 
| ilies. According to states, the loans 
| were distributed as follows: New York, 
$590,800; California, $344,800; New Jer- 
sey, $269,800; Illinois, $195,000: Minne- 
sota, $168,000; Ohio, $133,500; Indiana, 
| $125,000; Tennessee, $122,100; Georgia, 
$97,950; Michigan, $92,100, and $1,362,500 
in eight business properties scattered in 
various states. 


Business from Policyholders 


Total paid for business secured from 
old policyholders in the Connecticut 
General Life in October amounted to 
| 29.5 percent of the total agency business. 
The first ten months of 1927, 37.8 per- 
cent of the total agency business was 
placed on members previously insured 
with the company. 
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CITY GROWS— BRANCH MOVES 


Chicago West Side Office of New York 
Life Alters Location As Result 
of Population Change 


How population changes in thickly 
settled districts of a large city can affect 
a life insurance agency is exemplified in 
the case of the West Side branch of the 
New York Life in Chicago, headed by 
D. H. Bailey. In 1920 Mr. Bailey, with 
only a stenographer as his staff, opened 
a branch for his company at 12th and 
Halsted streets. In his office were two 
vacant desks at which he knew agents 
would one day work. 

Creation of an agency staff was his 
first task. To this he gave such intense 
effort that in a short time he had a 
sizable organization of full-time men. In 
the early years of the agency the sur- 
rounding population consisted largely of 
ambitious merchants on the make, all 
solicitous for the welfare of their fam- 
ilies and all believers in the protection 
afforded by life insurance. The staff 
grew and the agency’s yearly paid-for 
total grew accordingly. 

Then gradually the population began 
to change, the merchants moving into 
better neighborhoods and the district 
filling up with laboring people from 
southern Europe, most of them too poor 
to afford insurance protection. The re- 
sult was that the agency staff was com- 
pelled to extend its operations farther 
and still farther from the office, to con- 
tinue the vearly increases. 


Finally it was considered the best 
plan to seek a_new location for the 
branch. Last September Mr. Bailey 


moved into large new quarters in the 
Adams-Franklin building, on the edge 
of the loop. The office, however, is still 
known as the West Side branch. 


New Company’s Notable Record 


Harry A. Wolf, president of the Union 
Pacific Assurance of Omaha, at a dinner 
given by him for officials, directors and 
stockholders of his company, announced 
that since the inception of his company 
June 1, 1927, $1,817,000 had been writ- 
ten by agents and stockholders at a cost 
of less than $12,000, including printing 
and mailing. The Union Pacific Assur- 
ance, he said, has made money in its 
five months of existence. 





Wisconsin Income Tax Changes 


Insurance men living in Wisconsin are 
interested in the changes in the state in- 
ome tax law, which include the follow- 
ing: Filing of tax roll on June 1, the 
tax to be paid within 30 days; collections 
to be made by the county treasurer; 
6 percent charged additions and 6 
percent allowed on 
stead of 10 percent; dividend exemptions 
to be allowed only when a corporation 
does 50 percent or more of its business 
in the state; deductions from tax instead 
§ from income; banks taxed on an in- 
ome basis instead of on their stock. 

The cash surrender value of life in- 
surance certificates as of 1911 can be 
leducted, with an additional deduction 
if premiums paid since then. A penalty 
' $5 for late filing of returns is pro- 
ided, and the date for filing returns 
remains the same, March 15. 


Entertains Contest Winners 


Thirty members of the 
agency of Equitable Life of New York 
in Chicago are to be the guests at a 
luncheon given by Manager Patterson 
at the Congress Hotel Nov. 19. The 
guests represent the winners in an appli- 
ation contest for October. Immedi- 
ately after the luncheon the entire party 


will attend the Chicago-Wisconsin foot- | 


ball game at Stagg Field as guests of 
the assistant agency managers. 


overpayments, in- | 


Patterson | 


REQUIRE “ASSESSMENT” LABEL 


South Dakota Orders That All Policies 
Issued on that Basis Show 
Their Character 


PIERRE, S. D., Nov. 17.—Commis- 
sioner Don C. Lewis has issued a rul- 
ing in regard to assessment life com- 
panies operating in South Dakota, re- 
quiring them to make a plain and spe- 
cific showing both on the face of the 
policy and on the filing side of the 
same, that the company is doing an as- 
sessment business. 

The ruling, which goes into effect Jan. 
1, provides that after that date all polli- 
cies issued by such companies or cor- 
porations transacting business in this 
state on the mutual assessment, coop- 
erative or natural premium plan, for the 
purpose of insuring lives of individuals, 
shall contain this clause: “The liability 
of the insured is not limited to the prem- 
ium specified in the policy contract, and 
the association may levy additional 
amounts as are necessary to pay all 
claims and maintain such funds as are 
provided for by the constitution and 
by-laws of the association.” 

A rider may be attached to the policy 
forms now in use by companies if it is 
desired to avoid reprinting until their 
present stock of policies is exhausted. 

‘A further ruling based on Chapter 
230, laws of 1919, is that all such poli- 
cies issued after Jan. 1, 1928, must have 
printed on the face of the policy, and on 
the filing side of the same in 10-point 
bold face type, in capitals, the words 
“An Assessment Contract” or “An As- 
sessment Policy” or “An Assessment 
Certificate.” 

The ruling follows complaint that 
companies writing assessment policies in 
the state have not been complying with 
the requirements of the law, and have 
put out their policies in some cases 
without any showing as to the char- 
acter of the organization. 








Turn Down Old Age Pensions 


The old age pension system will not 
be put into effect in Milwaukee in 1928, 
as the result of its defeat at the meeting 
of the county board of supervisors last 
week. Supporters of the old age pension 
system failed by two votes to muster the 
two-thirds majority necessary for pas- 
sage of the resolution. Under the pen- 
sion system, which is optional with coun- 
ties in Wisconsin, all persons over 70 
years who have been residents of the 
state for 15 years and possess less than 
$3,000 in property would be entitled to 
$1 a day. 

Those opposing the old age pension 
plan said it would cost more than $100,- 
000, the estimated amount, and that the 
state would probably be lax in paying 
its share, as it has been on the other 
funds. 





City Attorney to Address Agents 

William D. Saltiel, Chicago city at- 
torney, will be the guest speaker at the 
agency meeting in the Herman Hintz- 


peter Chicago general agency of the 
Mutual Life of New York Nov. 21. 
J. F. Morrison will preside as chairman 


of the meeting. Mr. Saltiel’s subject 
will be “Incentives That Make for Suc- 
cess.” The meeting, which begins at 
10:30, has been thrown open to all Chi- 
cago life agents who wish to attend. 


Life Agent Gets New Trial 


The Nebraska Supreme Court has 
granted a new trial to R. W. Bourne, 
life insurance agent of Gordon, Neb., 
convicted and sentenced to 30 years in 
prison for the murder of Ferris C. Wes- 
tervelt, on whose life he had written a 
$15,000 double indemnity policy, with 
himself as beneficiary, as a partner in 
|a proposed business enterprise. The 





ome Have to 
Whistle! 


Remember those dark and lonely spots where 
you kept up your courage by whistling ? 
And how you overworked it! 


You were alone and 
scared, but had there 
been a trusted com- 
panion with you, this 
artificial stimulant 
would not have been 
thought of. At best 
it would have been in- 
effective in an emer- 


gency. 


No man worthy the name 
wishes to leave his de- 
pendents in the same fix 
as the lonely boy. It 
won't be necessary for 
them to “whistle to keep 
up their courage” if 
adequate life insurance 
is carried by the head 
of the family. 


Prudential Ordinary 
Agencies, located in 
all large cities, invite 
the attention of bro- 
kers to this Company's 
full line of low netcost 
life policies. 


Che Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office - 





Newark, New Jersey 
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SERVICE and CO-OPERATION 
is our ro for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 
Minnesota 


M. A. NATION 
Vice-President and General Manager 


St. Paul 


Cc. D. MAC LAREN 
President 





























W. L. MOODY, II 
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SHEARN MOODY T. L. CROSS 
Vice President Vice President 


AMERICAN NATIONAL INSURANCE COMPANY 


HOME OFFICE: 


GALVESTON, TEXAS 
$423,968,907.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


W. L. MOODY, JR. 
Presi 


W. J. SHAW 
en Secretary 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 


Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and 
Special Low Premium Plans Offering 
New and Attractive Features. 


If Interested Address 
AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 






































YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 20 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—lowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual. 


Address C-58 
Care The National Underwriter 
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Old Line Life of Lincoln, however, re- 
fused to issue the policy on the ground 
that Bourne had no insurable interest 
and made out the policy to the man’s 
estate. 

The state claimed the motive of the 
killing was to get this insurance money, 
but the Supreme Court says this failed, 
as the evidence showed that the rejec- 
tion of the application with Bourne as 
the beneficiary had been known to 
Bourne for two months. 


Missouri Drive for Old-Age Pensions 


A vigorous campaign for the adop- 
tion of an old-age pension law for Mis- 
souri will be launched at once by or- 
ganized labor throughout the state. A 
resolution in favor of the state-fund 
system was unanimously adopted by 
the Central Trades & Labor Unions of 
St. Louis on Sunday. The resolution 
proposed that the English methods of 
old age pensions be followed closely, 
although the best features of the Ger- 
man old-age insurance system will be 
copied. The unions propose to con- 
duct a state-wide campaign to educate 
the general public to support the pro- 
posed legislation. 





Confesses Murder for Insurance 


Insurance which he hoped to collect 
in order to pay several bills he owed 
was the actuating motive for the killing 
of his wife, Alvin Greenwaldt of Mount 
Horeb, Wis., confessed to authorities at 
Waukesha. There was a $10,000 joint 
life policy with the Travelers which he 
and his wife had, Greenwaldt told the 
district attorney. Greenwaldt plotted ‘it 
but did not murder his wife himself. 
He hired Arthur R. Betzhold, former 
bus and cab driver of Milwaukee and 
St. Paul to do it. Other insurance is 
said to be involved. 


Pays Tribute to Fricke 


“Wisconsin and America lost one of 
the greatest men in the insurance busi- 
ness in the death of Dr. William A. 
Fricke several weeks ago,” Governor 
Fred R. Zimmerman of Wisconsin told 
officers, the field force and nurses and 


about 100 guests of the Metropolitan 
Life, at the banquet in Milwaukee Fri- 
day night, which closed the triennial 


convention of the company there. About 
500 people attended the banquet, in- 
cluding Governor and Mrs. Zimmerman 


and Commissioner Milton A. Freedy. 
A. F. C. Fiske, third vice president of 
the company, was chairman. Dr. Lee 


K. Frankel, second vice-president, spoke 
and a visiting nurses’ demonstration was 
given by Mrs. Helen C. La Malle, su- 
perintendent of nursing. 





Metropolitan Minneapolis Meeting 


Nearly 300 agents of the Metropolitan 
Life attended a triennial conference at 
Minneapolis Monday. An all-day busi- 
ness session was held and in the eve- 
ning a dinner was given. 

Representing the home office were 
A. F. C. Fiske, third vice-president; Dr. 
Lee Frankel, second vice-president, who 
discussed health problems related to 
life insurance, and Mrs. Helen C. La- 
Malle, superintendent of nursing, who 
spoke on that department of the com- 
pany activities. James A. Smithies, 
agency superintendent for Minnesota, 
Wisconsin, Michigan and Illinois, pre- 
sided. 





Essay Contest for Students 


An essay contest for Iowa high 
school students has been announced by 
the Iowa Federation of Women’s Clubs, 
the subject to be “Guaranteeing a Col- 
lege Education Through Life Insur- 
ance.” Mrs. W. S. Pritchard of Gar- 
ner, Ia., chairman of the insurance de- 
partment of the Federation, will be in 
charge of the contest. Prizes of $200 
have been offered by the Iowa State As- 
sociation of Life Underwriters. The 
contest is already open and will close 
Dec. 31. The prize winners are to be 
announced on Life Insurance Day dur- 
ing National Thrift Week and the win- 
ning essays to be broadcast over Sta- 





tion WHO, Bankers Life, Des Moines. 
Jos. T. Peterson of Des Moines, gen- 
eral agent for the Berkshire Life; Mrs. 
Pritchard and Miss Agnes Samuelson, 
Iowa state school superintendent, wil! 
act as judges. 





Students Attend Agency Meeting 


About 35 students of the North Cen- 
tral College, a denominational school of 
the Evangelical Church, Naperville, I! 
attended the agency meeting in the 
Darby A. Day Chicago general agency 
of the Union Central Life last Monday 
To receive class credits it is necessary 
for the student to come into contact 
with men in the life insurance profes- 
sion. They therefore were invited to 
attend the Day agency meeting. The 
speakers were Agents Harry K. Allen 
and Moses Ullmann. 





New Springfield, IIL, Company 

The Progressive Life of Springfield 
has been incorporated with $50,000 capi- 
tal to operate in Illinois. Its headquar- 
ters are in the Myers building. Al- 
bert R. Conlee, George C. Brooks, and 
O. R. Allen, Springfield; H. E. Conlee. 
Waverly, and J. M. Tietsort, Girard, 
are the organizers. 





To Banquet Chicago Agents 


Chicago agents of the New York Life 
will be tendered a banquet on Dec. 10, 
provided they meet their allotment for 
October and November of $18,950,000. 
The two months’ drive for a record 
business will close Dec. 1 and on Dec. 
10 there will be a banquet at which L. 
Seton Lindsay, agency vice-president of 
the company, will be present as the 
guest of honor. E. E. Andrews, agency 
counsellor, who on that occasion will 
celebrate his 35th anniversary of joining 
the company, will also be a guest of 
honor. If the city allotment is made. 
but some individual agencies do not 
meet their individual allotment, the 
others will be given the banquet. 





Guardian Life Fargo Meeting 


About 20 agents of the Guardian Life 
met at Fargo, N. D., with James A. 
McLain, inspector of agencies, as the 
principal speaker. R. A. Trubey of 
Fargo, manager for North Dakota, was 
in charge. Earl A. Hall, district man- 
ager at Duluth, also took a leading part 
in the discussions. A banquet was held 
at which Mr. Trubey was the principal 
speaker and at which talks by the var- 
ious outside insurance men were given. 


SET DATE FOR WISCONSIN 
INSURANCE DAY NEXT YEAR 








MILWAUKEE, Nov. 16.—Insurance 
Day in Wisconsin for 1928 will be held 
Oct. 24, according to an announcement 
by John A. Keelan, agency superintend- 
ent for Time Insurance Co. and presi- 


dent of the Insurance Federation of 
Wisconsin. It will be the third annual 
meeting. 


The date has been set nearly a year 
in advance, according to Mr. Keelan, to 
give all insurance organizations in Wis- 
consin sufficient time to prepare for 
their annual meetings on Insurance Day 
if they desire. It is hoped that many 
insurance groups will do so and that it 
will aid in swelling the attendance at 
the third annual Insurance Day. 

Mr. Keelan will be general chairman 
of the 1928 Insurance Day by virtue of 
being president of the Insurance Federa- 
tion, which sponsors the event. The ex- 
ecutive committee of the Federation is 
getting this “flying start” to make it 
better than the last two years. 


Two New Appointments 


Willard Ewing, formerly agency as- 
sistant in the home office department of 
the Provident Mutual Life, has been 
appointed assistant to the manager ot 
agencies, Franklin C. Morss. A. Morse 
Baker, formerly supervisor of the Phil- 
adelphia agency, has been transferred 
to the home office with the title of 
agency assistant. 
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LACKEY SPEAKS TO BANKERS 





Was Representative of National Asso- 
ciation of Life Underwriters at 
Trust Meeting 





George E. Lackey, Oklahoma general 
agent for the Massachusetts Mutual 
Life, a million dollar personal producer 
and one of the leaders in the activities 
. the National Association of Life 
Underwriters, was the life insurance 
representative before the annual meet- 


ing of the trust division of the Ameri- 
can Bankers Association at Houston, 
Tex. Mr. Lackey carried the greetings 


of the National Association of Liie 
Underwriters to the bankers and spoke 
at length on the cooperation of the two 
institutions. He emphasized the fact 
there was no competition between the 
bankers and the life underwriters, but 
that the two could work together har- 
moniously and with mutual profit. In 
outlining the viewpoint of the life under- 
writer on the relationship of banks and 
life insurance, he emphasized the fact 
that the agents are underwriting human 
life values, which are on a decidedly 
different basis than values as _ repre- 
sented in other investments. 

Mr. Lackey directed a portion of his 
remarks to the trust men in particular, 
to show them how they may use the 
life underwriters’ service. He said that 
a well organized trust company has 
someone soliciting wills and trusts, but 
the field is limited for the reason that 
many who own smaller estates hesitate 
to enter into a trust agreement on the 
basis of so small an estate. Here the 
life underwriter can cooperate and the 
trust officer can use this cooperation by 
creating the larger estate mecessary 
through the medium olf life insurance. 





| WHITLOCK INSURANCE SMALL | 


Only $15,000 to $30,000 Carried by Lan- 
drum, S. C., Man, Instead of 
$139,000 First Stated 





The Life Insurance Distributions 
Number of THe Nationa, UNDERWRITER 
of Oct. 6 stated that $139,000 was paid 
on the life of Roy P. Whitlock of Lan- 
drum, S. C. This information has been 
found to be incorrect, later data placing 
the amount between $15,000 and $30,000. 

Investigation has proven quite inter- 
esting. In the first place Mr. Whitlock, 
who was an influential man in his com- 
munity, left an estate that was very 
much involved. 


The statement of the large amount of | 
| insurance paid was due directly to Mr. 


Whitlock’s statement in one of his ap- 
plications on the amount of insurance 
which he held and which, in the light 


| of later investigation, proved to be un- 


true. This misinformation has proved 
embarrassing to his heirs and adminis- 
trators. 


ew 


Figures on Oklahoma Agents 


If there is any one in Oklahoma who 
does not carry i 
some sort, it is not the fault of 
10,575 insurance agents that ply 
trade over the state. The number of 


| agents so employed is found by the Ok- 


lahoma department following the clos- 
ing of the season for issuing licenses to 
agents. Of the total number of agents 
selling insurance in the state, 3,746 
handle life insurance alone. There are 
1,242 selling life insurance, in connec- 
tion with other classes of insurance. In 
the exclusive fire insurance field, 3,425 
are employed. Other classes are rep- 
resented as follows: Casualty, 1,097; 
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“Very busy, Walt?” 








“No, Joe, I’m headed for the movies—no prospects to call on.” 


“That's strange, I’ve got more than I can see today. 


The 


Reliance Life prospect finding service keeps me hustling collect- 


ing premiums.” 


an insurance policy of | 
the | 
their | 
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Get away from the | 
Ice and Snow 


COME TO 
CALIFORNIA | 


Where ideal road and climatic conditions enable 
you to work in comfort every day in the year. 
Your Move Financed 


Send today for our full commission, Direct Home 
Office contract and New Plan for financing your 
move to California. Fill in the blank below and 
mail to— 


M. F. BRANCH, Manager of Agencies. 


CALIFORNIA 
STATE LIFE 


J. Roy Kruse, President 
SACRAMENTO 
QExD me information regarding your full commission, Direct Home 
Office contract and New Plan for financing a move to California. 


See years old; have been writing Life Insurance......... years; 
my paid-for production each year I have been in the business is as shows: 


OPP eee eee eee eee eee eee 
CORR eee eee 
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Western Reserve 


Life Insurance Company 
MUNCIE, INDIANA 
















Old Line Legal Reserve Company 


Operates in Indiana and Ohio 


o_— 


Wanted: A few General Agents 
in each State. 


Service to Policyholders Unsurpassed 
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PROVIDENT BUILDING 


Years Old 
his Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experience to the greater 
usefulness of this old, re- 
liable company. 


And Yet— 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health 
Insurance on the Commer- 
cial, Monthly Premium and 
Pay Order Plans. 


Fort 


General Agency Openings 
in 

lowa 

Illinois 

Indiana 

Ohio 

and 
Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


Fe PROVIDENT LIFE 


and ACCIDENT INSURANCE 


COMPANY 
of ( gmat Tenn 


tei 


1687 sorriein year 1927 











fire, casualty, 
life, fire, 484. 


life, fire, casualty, 583; 
965; life, casualty, 275; 


Heads New Kiwanis Club 


G. C. Outland, district manager at 
Norfolk, Va., for the Mutual Life of 
New York, has been elected president 
of the Kiwanis Club of South Norfolk. 
The club is a new organization, and Mr. 
Outland has the honor of being its first 
president. Incidentally, he wrote the ap- 
plication of the organizer for $5,000 in- 
surance. 


Cornerstone Laying Scheduled 


Nov. 21 is the date scheduled for the 
laying of the cornerstone of the 








boro, N. C. The cornerstone is of Pilot 
Mountain granite. Governor McLean 
and other North Carolina officials, and 
officers of several southern life insur- 
ance companies have been invited to 
attend the laying. 





Award to Contest Winner 


A handsome silver trophy was pre- 
sented to Sol E, Dryfus of Nashville, 
by the Aetna Life, through H. B. Alex- 
ander, general agent, in recognition of 


new | 
home office of the Pilot Life of Greens- | 


his winning a two months contest for 
the writing of new insurance. Mr. Dry- 
fus sold $333,000 of new business in this 
period. Mr. Alexander spoke on the 
future open to young men who enter the 
insurance business. 

Another contest is now under way and 
will close the first of the year. A con- 
vention of agents of middle and east 
Tennessee will be held in Nashville Jan. 
12-13 at which the prize will be awarded. 
All agents who qualify through new 
| business produced will be guests of the 

company. 








Application Not a Contract 


That an application for insurance is 
not a contract, and that it does not 
bind the company to accept the risk pro- 
| posed nor obligate the applicant until 
| his proposal has been accepted and the 
policy issued, was the substance of a 
| ruling by Chancellor Newman of Nash- 
ville, in a suit of R. W. Creighton, 
agent, to collect a note for the first 
premium installment of a policy issued 
on the application of Dr. G. H. King. 
| The application was withdrawn by Dr. 
King and the court, holding that the 
policy never became effective, dismissed 
| the suit. 








L PACIFIC COAST AND. MOUNTAIN FIELD | 








LIFE SALES COURSE OFFERED 





University of California to Give Training 
at San Francisco Through Ex- 
tension Division 





The University of California will offer | 
through its extension division a course in | 


life insurance salesmanship starting Jan. 


17 in the New Extension Division build- | 


ing, San Francisco. 

The course will be under the direc- 
tion of C. W. Hollebaugh, field secre- 
tary in charge of the education of agents 
of Western States Life, and will consist 
of 15 2-hour meetings. 


Covered in the scope of the course are | 


such subjects as “Prospects for Life In- 
surance,” “Placing the Business of Life 
Insurance on a Professional Basis,” 


“The Pre-Approach,” “Building the In- | 


surance Premium,” 
Effective Approach,” “How to Conduct 
Successful Selling Interviews,” “Selling 
by Use of Program Life Insurance,” 
“Advertising Methods,” “Answering Ob- 
jections,” 


forts,” “Cashing in on Company Prac- 
tices,” ““How to Make More Money Sell- 
ing Life Insurance.” Practical drill in 


“Steps of the Sale” will be conducted in ! 


classroom work. 

The course is said to be free from 
the so-called “psychology of salesman- 
ship,” negative ideas, and such partiality 
as regards the relative merits of partici- 
pating and non-participating insurance. 
The university’s charge for the course 
will be $12 plus the regular enrollment 
fee of $1 for the academic year. 


Goes on Legal Reserve Basis 


Announcement has been made of the 
reorganization of the Associated In- 
surance Company of California, which 
has operated for several years on an as- 
sessment basis, into a legal reserve 
stock company, with a paid-in capital of 
$250,000 and surplus of $50,000, and the 
removal of its home office from San 
Francisco to Los Angeles. This move 
is due to the fact that Los Angeles capi- 
tal has become largely interested in the 
company. The board of directors con- 
sists of the following: M. Penn Phil- 
lips, chairman of the board, president 
Phillips-Hambaugh Realty Company; 
S. B. Mosher, president Signal Oil Com- 
pany; R. R. Hambaugh, Phillips-Ham- 
baugh Realty Company; H. B. Henning, 
secretary Pan-American Bank; Andrew 
Silvers, president; E. P. Peers, attorney; 
Edgar C. Levey, attorney; Edwin F. 
Smith, vice-president Pan-American 





“How to Make an | 


“Closing the Sale,” “How to | 
Develop a Positive Mental Attitude in | 
Salesmanship,” “Systematizing Sales Ef- | 


Bank; Dr. Chas. E. oy medical di- 

rector; H. Grimshaw and A. A. Miller, 
secretary. The rah en writes all 
forms of life, health and accident poli- 
cies. It is understood that it will soon 
extend its field to Oregon, Washington, 
| Utah, Montana, Colorado, Arizona, New 
Mexico and Texas. 





Managers’ Club at Stockton 


Life insurance managers at Stockton, 
Cal., have organized a Managers’ Club. 
The movement is not sponsored by the 
| companies, but was undertaken on the 
| initiative of the individual managers. 
| One of its early undertakings will be 
|} to run in local newspapers a series of 
advertisements. 

The new club elected the following 
officers: President, Stuart Gibbons, 
Western States Life; secretary-treasurer, 
| J. F. Hutchinson, Mutual Life of New 
York. The club has adopted a simpli- 
fied code of ethics for the guidance of 
its members and use in presenting basic 
ideas to the public. 





Life Insurance Defeats Alimony 


Alimony, with the 
former the victor, was the issue in Dis- 
trict Court at Denver recently. John 
A. Kizenska, Denver milliner, success- 
fully contested the motion of his wife 
to have the amount of temporary ali- 
mony increased when he explained to 
the court that the burden of carrying 
$89,000 life insurance made him finan- 
cially unable to pay his wife more than 
$50 per week. His wife had requested 
temporary alimony of $500 a week. 


Insurance vs. 





Berry Working on Coast 


George Berry, field supervisor of the 
Sentinel Life, is on the Pacific Coast, 
where he will spend all of November 
working with the California agencies. 
C. A. Karr is state agent, with head- 
quarters in Los Angeles, and the Sen- 
tinel has 25 active sub-agents in that 
State. 





President Vernon Honored 


October was set aside by the Moun- 
tain States Life of Hollywood, Cal., in 
honor of William L. Vernon, its presi- 
dent and organizer. It was the seventh 
anniversary of the company. The 
month’s production amounted to $1,381,- 
500. 





Utah Man Takes Own Life 


John P. Corry, district manager at 
Ogden, Utah, for many years past for 





the Mutual Life of New York, com- 











Help! Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best suits his pros- 
pect. 


Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
ern way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and _ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 


eeeeeeee 


Siew 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 


Chicago 








whereas 


\| 
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me : | 
mitted suicide there by plunging a carv- 


ing knife into his heart. He was well 
known in Utah 


had many friends. 
old and at one time operated a ‘bank 


insurance circles and | in Utah. 














[IN THE ACCIDENT AND HEALTH FIELD 








M. LA MONT TO EDIT TEXT 
Official of Metropolitan Life to Direct 
Authors in Preparing Work on 
Accident and Health 





| NEW COMMITTEES ARE NAMED | 


Stewart M. La Mont, third vice-presi- | 
dent of the Metropolitan Life, has at | 


the invitation of the Casualty Actuarial 
Society accepted the editorial direction 
of a text on accident and health in- 
surance, and has obtained cooperation of 
17 authors to aid in preparing the dis- 
cussion. The following is the outline 
of the book: 

1. Introductory chapter; 2, history of 
personal health and accident insurance; 
3, the personal accident and health con- 
tract; 4, accounting for personal acci- 
dent and health insurance; 5, ratemak- 
ing, valuation and surplus distribution; 
6, classification and rating of risks; 7, 
inspection of risks; 8, claims and claim 
settlement; 9, office organization and 
management; 10, agency problems; 11, 
legislation, supervision, regulation and 
taxation of personal accident and health 
insurance; 12, intercompany relations 
and cooperative bureaus; 13, noncan- 
cellable accident and health insurance; 
14, life indemnity health insurance; 15, 
underwriting and administrative ex- 
pense; 16, preferred risk coverage; 17, 
commercial travelers’ insurance; 18, the 
future of personal accident and health 
insurance. 





Theno With Mountain States 


Elmer E. Theno of Lincoln, Neb., has 
been appointed home office representa- 
tive for the accident department of the 
Mountain States Life of Hollywood, Cal., 
and will cover the entire state of Ne- 
braska, supervising salesmen and writ- 
ing business. 

For several years Mr. Theno has been 
cne of the largest personal producers of 
accident and health business in WNe- 
braska. With M. F. O'Sullivan, now 
manager of the accident department of 
the Mountain States Life, and several 
others he helped organize the Business 
Men's Protective of Lincoln, about four 
years ago, Mr. Theno being first vice- 
president and agency manager. He left 
that company about a year ago to be- 
come home office representative in Ne- 
braska for the Inter-State 
of Des Moines. 

Mr. O'Sullivan has just returned from 
a three weeks trip visiting Nebraska, 
Colorado and Wyoming, getting the ap- 
proval of policy forms in Nebraska and 
making arrangements for approval in 
Colorado and Wyoming. 





Changes Practice on Age Advance 


The Southern Surety, which has here- 
tofore followed the practice of most com- 
panies in increasing rates at age 51 on 
health insurance purchased prior to that 
time, announces that this increase will 
no longer be made on business in force 
at the attainment of age 51. The com- 
pany will continue to charge additional 
premiums under new policies granting 
health insurance to risks age 51 and past 
and will also continue to charge the in- 
creased premium in cases where the rate 
has been raised on account of attain- 
ment of age 51. 


Accident Policies Are Leads 


A. A. Bavitz of the Shaw & Coughlin 
agency, Wilkes-Barre, Pa., representa- 
tives of the Connecticut General Life, 
recently took an inventory of the re- 
sults of following up some small acci- 
dent policyholders. “Of 55 small acci- 
dent policies written recently,” said Mr. 
Bavitz, “27 have resulted in additional 
business, life, accident and health, with 
premiums totalling $5,000. The inven- 
tory shows that I have still much ground 
to cover, for some of these small acci- 
dent policyholders have no other form 
of coverage with me. However, by the 
end of the year, at least half of these 
should be written for bigger contracts.” 











| chusetts Bonding; J. W. 


President Scherr of Health & Accident 
Underwriters Announces His Ap- 
pointments 


W. Scherr of the Health 
& Accident Underwriters Conference 
has announced his committee appoint- 
ments for the coming year as follows: 

Auditing—A. D. Johnson, Chairman, 
United States Mutual; J. H. Higgins, 


President J. 


American Travelers; H. C. Mason, Col- 
umbia Life. 
Constitution and By-Laws—J. S. Irish, 


Chairman, Iowa State Traveling Men's; 
Cc, O. Pauley, Great Northern Life; L. D 
Ramsey, Business Men's Assurance 
Credentials and Reception—G. R. Ken- 
dall, Chairman, Washington Fidelity Na- 
tional; V. M. Ray, Hoosier Casualty: M 
W. Hobart, Ministers Casualty Union; 
E. E. Elliott, Physicians Casualty 
Entertainment—T. M. Simmons, 
man, Pan-American Life; F. M. 
Abraham Lincoln Life; FR. A. 
United Casualty; L. J. Adelman, 


Chair- 
Feffer, 
Gow dy, 
National 


Travelers Casualty: S. E. Goss, American 
Casualty; G. H. Braasch, Great American 
Casualty. 

Grievance—C. W. Ray, Chairman, 


Hoosier Casualty; W. C. Cartinhour, 
Provident Life & Accident; F. L. Barnes, 
Sentinel Life. 


Legal—E. St. Clair, Chairman, North 
American Accident; Earl C. Mills, Iowa 
State Traveling Men's; D. E. C. Moore, 
Pacific Mutual Life; Chas. Holton, Great 


Northern Life; H. N. Lukins, Washing- 


ton Fidelity National. 

Legislative—E. J. Faulkner, Chairman, 
Woodmen Accident; Thos. Watters, Jr., 
Southern Surety; James F. Ramey 
Washington Fidelity National; Dr. J. R 
Neal, Abraham Lincoln Life; F. O. Valen- 


tine, American Liability; 
Massachusetts Bonding. 


Manual—R. S. Hills, 


John Patterson, 


Massa- 
Pacifit 
Old Line 
Health & 
Federal Life 


Chairman, 
Horton, 
Mutual Life; H. A. Woodward, 
Life; E. C. Bowlby, Fidelity 
Accident; A. F. Wieland, 


Membership—John Hall Woods, Chair- 
man, Great Northern Life; C. 8S. Drake, 
Empire Life & Accident: J. A. Keelan, 
| Time; D. C. MacEwen, Pavific Mutual 

Life; H. E. Trevvett, Commercial Trav- 
|}elers Mutual Accident; J. W Blunt, 
| Monarch Accident; F. R. Parks, Loyal 
| Protective; E. McCarthy, Maccabees; 


Business Men's | 











be “The V 


He was 48 years | H. H. Shomo, American Casualty; N. L. 
Criss, 


Mutual Benefit Health & Accident. 
Program and Preee—C. ©. Pauley, 
Chairman, Great Northern Life; J. R. 
Austin, United Craftsman; Dr. J. R. Neal, 
Abraham Lincoln Life; J. W. Blevins, 
Interstate Life & Accident; Dr. B. H. Vol- 
lertsen, National Casualty; G. E. 
Federal Savings. 
Resolutions—H. S. Bean, 
Eastern Casualty; A. J. Alwin, Minne- 
sota Commercial Men's; J. J. Helby, Fed- 
eral Casualty (Milwaukee); E. G. Rob- 
inson, National Masonic Provident; Ben 
Haughton, International Travelers As- 
surance. 
Statistics—L. D 


Chairman, 


Cavanaugh, Chairman, 


Federal Life; G. Manzelman, North 
American Accident; C. w. McNeill, 
Massachusetts Accident; W H Otis, 


Pacific Interstate 


Life & 


Mutual Life; J. R 
Accident. 


Leal, 


National L. & A. Promotions 


J. A. Fries, 
been in charge 


who has for several years 
of a staff in the Savannah 
district for the National Life & Accident 
has been promoted to manager of that 
district. M. O. Akers of Dallas has been 
promoted to a  superintendency and 
transferred to Sherman, Tex. J. J. Bacon 
of Knoxville, Tenn., has been promoted 
to a superintendency there 


Ireland Made President 


Cc. M. Treland has been made president 
of the Western Casualty of Denver, suc- 
ceeding the late Charles M. Tew Mr 
Ireland has been vice-president for 12 
years. He is a lawyer and was inter- 
ested in irrigation projects Mr. Tew 
was killed in an automobile accident 
E. K. Plumb, one of the directors, was 
elected vice-president H. E. Kelley, who 
has been connected with the company 
since it was organized, was elected a 


director 


Double Indemnity Case 


Where an insurance policy, providing 
for double indemnity in case of acci- 
dent, provides therein that insurer will 


not be liable if death results from homi- 
cide, held that where the killing is the 


act of an insane person without cause 
or justification, it is not within the ex- 
ception, and the company is liable, the 


being used inthe sense 
Great Southern 
Ct. Miss 


word “homicide” 
of intentional homicide 
Life vs. Campbell, Sup 


Organize School of Instruction 


The health and accident department of 
the Ohio State Life this week organized 
a practical school of instruction, under 
the leadership of Dr. Roy C. Fisher, the 
supervisor Sessions will be held each 
Monday morning with some man promi- 
nent in the business world as speaker 
The speaker at the session next Monday 
will be A. L. Metzler, district manager 


His subject will 
in Salesmanship.” 


of the Hoover Company 


alue of Time 











| NEWS ABOUT LI 


LIFE POLICIES 





Policy Literature, Rate Books, etc. 
t’’ and “Lit 
PRICE, $4.00 and $2.00 respectively. 





New Policies, Peaniee Rates, Dividends, Sienialies Thee and all Eeunel in 
Supplementing the 
tle Gem,"” Published Annually in May and April respectively. | 


“Unique Manual- | 























GIVES RATES ON NEW POLICY eel aa pegs ha 

<—_ee 24. 33.60 42.... 289.20 34.30 

; : 33.6 ’ 34.40 

Home Life Special Super-Standard | 3; gree 3-::: Beale ate 

Form Has Unusually Low 33.70 45 323.90 34.60 

33.70 46 337.00 34.60 

Net Cost 33.70 47 350.90 34.70 

33.80 48 365.80 34.80 

31 33.80 49. 381.70 3490 

The Home Life of New York has pub- | 32 33.80 50 398.60 35.00 

lished its premium and dividend sched- | 3! rte tha i ae + 

ule on its new preferred whole life | 3; 33.90 53 456.20 35.40 

policy, which is an ordinary life form | 36 36. 34.00 54 478.20 35.60 

issued in a minimum of $5,000. On this | * 243.70 34.00 55 501.50 36.70 

special form the net cost is very low. | hse aay , 

This policy will be sold only to super- | Security Mutual Life 

standard risks, this being the first con-| The Security Mutual Life of Lincoln, 

tract of such a nature to be issued by | Neb., has issued new disability riders to 

life companies. It is based on the prin- be attached to the regular ordinary life 


ciple of substandard insurance. The 
participating premium per $10,000 and 
the first year’s dividends which would 
be payable in 1927 if the policy had been 
issued in 1926, are as follows for ages 
20 to 55: 


Age Prem. Div Age Prem. Div 
20. .$156.70 $33.50 ; .$251.80 $34.10 
°1.... 159.90 33.50 39.... 260.40 34.10 
22.... 163.40 33.50 40 269.40 34.20 





issued in 
waiver of 
benefits, 


policies, being 
provides for 
death 


and endowment 
two forms One 
premium and increasing 


the other providing for waiver of pre- 
mium, increasing death benefit and 
monthly income. The increasing death 
benefit is 1% times the face of the 
policy, if disability is for six months 
but less than 12 months, and twice the 
face of the policy, if disability is more 
than 12 months The charge for the 


| 
| 


Harsh, | 


dowment at 





| Toledo, O.; 





disability clause without monthly in- 
come is $1.71 at age 35 on the ordinary 
life form and $1.83 at age 35 on the 
20-pay life form. 


Reserve Loan Life 


the 
age 


new juvenile 20-pay en- 
85 of the Reserve Loan 
Life have just been announced by that 
company. This policy carries a graded 
death benefit as follows: 


Rates on 





Age at Ist 2nd 8rd 4th Sth 6th 
Issue ze. Za Zea Ta Eh. Ber 
6 Months & 
Under .$100 $200 $400 $600 $800 $1000 
1 Year.... 200 400 600 800 1000 
° Years... 400 600 800 1000 
3 Years... 600 800 1000 
4 Years... 800 1000 
5 Years... .1000 
Rates per $1,000 on the new policy 
form are as follows 
Age Prem. Age Prem. Age Prem 
Und, 6 me.5% 33 5 $18.68 10...$18.87 
R eeccseses $ 6 18.52 11 19.11 
2 7 18.44 12 19.37 
BS secceses s 18.45 13 19.64 
S wesenne 9 18.63 14 19.91 
The company has also announced a 
new schedule of premiums for the dis- 
ability clause, showing an increase of 
over 100 percent for this feature. The 
new rates for disability income of $10 
per $1,000, with waiver of premium, are 
as follows 
Ord 
Oid 20 Pay 20 Yr. Life 
Ag Life Life End. Coup 
Si $2.00 $2.50 $0.98 $2.32 
25 coco oe 2.74 1,16 2.64 
De enateces 3.02 1.48 3.16 
35 1.36 1.96 1.78 
SO cccesece 86 2.82 4.66 
45 5.08 4.42 5.84 
50 6.78 6.42 7.64 
BB ccceses 9.78 9.60 10,82 








WITH INDUSTRIAL MEN | 








CHANGES OF JOHN HANCOCK 


Transfers, Appointments and Promo- 
tions Announced in Industrial 
Department 


Announcement is made by the John 
Hancock Mutual Life that the following 
men have been promoted from the rank 


of agents to assistant superintendents in 


the districts of their service: Horace G 
Stoms, Newport-Covington, Ky.; John T. 
Keating, Chicago 5; Donald E. Golsmith, 


Gibbs, Des Molnes, 
Merchart, Detroit 2; Maurice 
Worcester; William A. Glynn, 
Mass.; Charles H. O'Brien, 
Louis J, Descoteaux, Port- 


Roy E. 
la.; Jerry H 
M. Coulter, 
Springfield, 
Providence; 


land (Biddeford, Me.); Leo R. Dailey, 
Pittsfield; Leon J. Jolly, Fitchburg; 
James P. Mooney, Utica, N. Y. (Herkimer 


detached); Charles E. Kempf, Baltimore 
1; Russell Elfrey, Baltimore 1; Harold J 
Weissner, Baltimore 1; Alexander H. 8. 
Brucker, Chicago 4; Fred L. Pendock, 
Detroit 5; William J. Havey, Detroit 5; 
Melosk Shulko, Binghamton; George L. 
Quirk, Rochester; James J. Mullan, Phila- 
delphia 4; George B. Cucore, Philadelphia 
4; Percy K. Morrow, Portland (Bath de- 
tached); Martin W. O’Brien, St. Paul, 
Minn.; William J, O'Hara, Los Angeles 2; 
Clarence L. Marcus, Philadelphia 1. 


Promoted and Transferred 


Those promoted and transferred are: 
Harold L. Townley, from agent at De- 
trict 4 to assistant superintendent at 
Detroit 3; William J. Cullen, from agent 
at St. Louls 3 to an assistant superin- 
tendent at St. Louis 2; John J. Krueger, 
from agent at Chicago 2 to an assistant 
superintendent at Chicago 1; Thomas J 
Whalen, from agent at Hartford, Conn., 
to an assistant superintendent at Indian- 
apolis, Ind.; Lawrence L. Maxwell, from 
agent at Utica to an assistant superin- 
tendent at Binghamton, N. Y.; Frederick 
R. McKenzie, from agent at Flint to an 
assistantcy at Saginaw (Bay City, de- 
tached); Walter Mehl, from agent at 
Palisades, N. J., to an assistant superin- 
tendent at Newark, N. J.; Emil Otto 
Walter, from agent at Baltimore 1 to an 
assistant superintendent at Baltimore 2 

Assistants transferred are: Charles 
Wrigley, from Philadelphia 3 to Phila- 
delphia 5; Floyd J. Fickes, from Des 
Moines, Ia. (proper), to (Boone, Ia. de- 
tached); Albert A. Laliberte, from 
(Biddeford, Me., detached), to (Lewiston, 
Me., detached); Frank Caplan and Wil- 
liam C. Raley, from Baltimore 1 to Bal- 
timore 2; Jacob Dinner, from Elizabeth 
(Perth Amboy detached) to Elizabeth 
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(levelanders Prefer 
the CLEVELAND 


THEY, who know 1« best, prefer 
Hotel Cleveland for its exce 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home. 

Clevelanders who are accus- 
tomed to the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 

‘ou will—more like a private 

club than ahotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 
rooms. 













Hotel Cleveland is on the Public 
ay convenient to all parts 
of the city. Every room has pri- 
vate bath and servidor service. 




























TWENTY YEARS | 


CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 

“FOURTEEN POINTS” 
A. M. Hopkins, Mgr. of Agencies 

PHILADELPHIA LIFE 


INSURANCE COMPANY 


111 North Broad Street 
PHILADELPHIA, PA. 








AMAZING OPENING 


One of the most solid, pro- 





gressive companies writing life 
insurance, offers amazing r- 
tunities for men who are con t 

ing and sell- 


they possess organizing 

ing ability. A few of our amazing 
contracts will go to State Agents 
and General Agents who take on 
territory in Missouri, Iowa, South 
Dakota, Illinois and Minnesota. 
Do not answer this Ad if you can 
not give a guarantee of integrity. 
Recommendations are imperative. 
Give a condensed history of past 
connections in first letter. If pos- 
sible furnish a recent photograph. 
All applications will be treated 
ay mene pon ag on ay ye 

execut 

President. Address Lock . 7 a0 
Lincoln, Nebraska. 





{ 
(proper); John Hartlander, from Eliza- 


beth (proper), to Elizabeth (Perth Amboy 
detached); Henry S. Ralph, from Bing- 
hamton, N. Y., to Waltham, Mass. 

Other Changes are: Eugene N. Shute, 
from assistant-at-large to an assistant | 
superintendent at Malden; Hayden E. | 
Gittings, from cashier at Germantown 
Pa., to cashier at Baltimore 2; Hans oO. 
Clasen (training cashier) at Minneapo- 
lis to cashier at same agency; Wesley 
B. Adams, from assistant cashier to | 
cashier at Philadelphia 5; Francis X. | 
Henry, from cashier at Lancaster to | 
cashier at Germantown, Pa.; Jeremiah J. | 
Cronin, from training cashier at 
Brighton to cashier at Lancaster, Pa.; | 
Theodore H. Kemp, from cashier to | 
agency supervisor at Jamaica; John C. 
Harrington, from assistant cashier to 
cashier at Jamaica, N. Y. 


| 
News of the Prudential 


Superintendent P. M. Shea of the 
Prudential in Philadelphia No. 2 is as- | 
suming his duties after a long and 
severe period of illness. 

Agent J. Hartley Shoosmith of Phil- 
adelphia No. 7 has been promoted to 
assistant superintendent in the same dis- 
trict. H. D. Kobler of Buffalo No. 2 
has also been promoted to assistant 
superintendent in the district in which 
he worked. 


WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It's in your mind. 
li the answer does not satisfy, 











it will pay you 


to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the dis: ibility provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 

More than 36,000 direct leads a year 


from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 


| the principal speaker. 

















CUMMINGS SPOKE AT TOLEDO 





Associate Agency Manager of Minne- 
sota Mutual Life Addressed 
Local Association 


TOLEDO, O., Nov. 17.—At the No- 
vember meeting ‘of the Toledo associa- 
tion Harold J. Cummings, associate 
manager of agencies of the Minnesota 
| Mutual Life, at the home office, was 
The meeting was 
attended by about 75 members and vis- 
itors. Lee H. Tucker, manager of the 
Security Mutual Life northwestern 
Ohio agency, acted as toastmaster and 
introduced the speaker. Mr. Cummings 
took as the subject of his address “Pro- 
gram Insurance” and gave those present 
the plan which is being used by the 
agency force of the Minnesota Mutual. 

The one feature of Mr. Cummings’ 
canvass which impresses one first is 
the fact that he completely disarms his 
prospect by saying that he will agree 
not to ask him to buy any insurance 
at the conclusion of his talk and that 
the prospect need not occupy his mind 
trying to think up various forms of 
excuses for deferring action. The items 
Mr. Cummings wants to accomplish for 
his prospect are: Listing the policies 
and giving cash values for each year 
to 65; Find out what policies “carry 
themselves” during disability and pay 
an income; arrange all policies to pro- 
vide a definite income at some specified 
age; arrange definite income for de- 
pendents and assure its disposition 
through contingent beneficiaries. 

These four very definite things lead 
easily to a conclusion by the prospect 
that he can ill afford to dispense with 
Mr. Cummings’ services in arranging 














HAROLD J. CUMMINGS 


his present coverage and in laying out 
a program of further insurance. 
President Evan J. Evans announced 
that the Toledo association had made 
the largest gain in membership of any 
association of its class and, as a result, 
was presented with the R. & R. Service 
educational course by the National As- 
sociation of Life Underwriters. On vote 
of the association, this was presented 
to Miss M. E. Strube and Miss F. G. 
Hisey of the New York Life agency, 
oK os ok 
Peoria, Ill.—At the November meeting 
of the Peoria association there were 
(CONTINUED ON PAGE 28) 














FLORIDA 
UNION NATIONAL 
INSURANCE CO. of FLORIDA 


ST. PETERSBURG 
MAX A. H. FITZ E. H. ROBERTS 
President Secretary & Actuary 
DR. JOHN L. DAVIS 
Executive Vice President 
and Medical Director 


AGENTS WANTED for Florida. 
Issues every desirable form of 
policy. Automatic reinsurance pro- 
vides for very large lines. Prompt, 
efficient service. 


Address: John C. Roberson, 
Vice-President and 
Agency Director, 
First National Bank Building, 
St. Petersburg, Florida. 




















Incorporated 1871 


OHN G. WALKER 
hairman of the Board 





The Life Insurance Company of Virginia 


Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 


BRADFORD H. WALKER 
President 
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UNITED STATES LIFE 
INSURANCE COMPANY 
In the City of New York 
Organized 1850 Non-Participating Policies Only 
Over 71 Years of Service to Policyholders 
Good territory for personal producers, under d'rect contract 
sis HOME OFFICE: 105-107 Fifth Avenue,New York City sis 
a|s ales 

















INCORPORATED 1844 


line of single and annual 
premium annuities 
effective June 1, 1927 


STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


Announces a new and complete 
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AGRICULTURAL BUSINESS | PICTURED 
AS RICH FIELD FOR DEVELOPMENT 


Associate Counsel, 


N a recent leaflet from the Barron 
Company, well known for its discus- 


sions of finance and business, entitled | 


“Looking Onward,” a reader finds much 
to awaken thought. What C. W. Bar- 
ron says is particularly interesting to 
life insurance companies and policyhold- 
ers, though not addressed to them or 
referring in any way to them directly. 

Forty years ago railway development 
in America was approaching the apex 
of its marvelous development. Forty 
years hence, there may not be many 
new independent railway lines, but those 
we shall have will be double tracked 
and four tracked to handle the tremen- 
dous volume of traffic which the growth 
of America will experience. The water- 
ways will be a part of the land system. 
Rivers, harbors, terminals, ocean high- 
ways, coastal waters, canals, auto-buses 
and air transportation will cooperate in 
and carrying trade. 


Fature Rich in Prospects 
The postal system so intimately as- 


| in 


By THOMAS W. BLACKBURN ——— l 
American Life Convention 


ties, the telegraph, the radio and the tele- 
phone may not be consolidated with the 
waterways, railroads and auto-buses, 
but they will all be contributing factors 
the interchange of intelligence and 
directly a part of the business of trans- 
portation. 

Into these several fields of activity all 
essential to our productive processes, 
the credit and resources of our great 
country will be poured generously. 

The era ahead of us will be as surpris- 


|ing to our children as the developments 





| who have witnessed them. 


of the past fifty years are to those of us 
Our country 
Its resources are largely 
undeveloped, notwithstanding the mar- 
velous results of energy, invention, dis- 
covery and industrial advancement. 

Mr. Barron says we have since the 
war developed two great prosperity sup- 
unit- 


is still new. 


ports. The federal reserve system, 
|ing the twelve regional reserve banks 
under a single control, and the more 


immediate control of our transportation 
system, 


United States $20,000,000,000 payable in 
gold, and in a few years indebted to us 
on national, industrial and individual ac- 
count $30,000,000,000, twice the 
of this country north and south 
outbreak of the war between the states, 
we should watch our step. Or, as Mr. 
Barron puts it, “The United States must 


| walk humbly before God and man.” 


More than 60 percent of the population 
of the world is now engaged in produc- 
ing the world’s food. To produce what 
we eat means that the farmer who com- 
bines stock-growing with grain-growing 
must work long hours and require a 
great deal of labor from his family. 

Many of the by-products of the farm 
must be produced by unpaid family farm 
labor. Machinery will do the plowing, 
seeding, cultivating, harvesting, thresh- 
ing and marketing, but wives and chil- 
dren tend the stock, feed the chickens, 
gather the eggs, milk the cows, skim the 
milk, churn the cream and make the 
cheese where the farm is small. 

It is the lack of wages that sends boys 
to the industrial plants of the cities and 
the girls to the schools and offices. To 
them the farm life is slow, uninteresting 
and unprofitable and here is where the 
unrest of the agricultural sections begins. 

The adjustment of these relations is 
the chief problem of America, if not the 
world, right now. 


wealth | 
at the | 





j}and equips railways; 


| of life insurance 


ployment for all, food for all and prod- 
ucts of the factories for all, and the bal- 
ances must be maintained. 


Use of Life Insurance 


It is here that the writer takes up the 
discussion. Life insurance is the great 
national conservatory of economic 
growth. This fact is overlooked in the 
Barron leaflet. Life insurance builds 
stimulates home- 
building tn the cities; supplies funds for 
agricultural development and will do as 
much, if not more, than the savings and 
loan banks in maintaining a low interest 
rate. Life insurance frees the farm from 
foreclosure when the farmer dies. While 
he lives, he can and does protect it, but 
death destroys his earning power. Death 
and debt spell bankruptcy where they 


occur simultaneously without life in- 
surance. 
Senator Capper of Kansas recently 


announced the opinion that the mort- 
gages on the farms can best be paid 
off through life insurance. Our field 
men should educate our agricultural 
communities to the essential importance 
to them and their in- 


| dustry. 


Is Greatest Farm Aid 


No plan suggested by politicians or 
professional farmers has yet been pro- 
























































sociated with the exchange of commodi- With the outside world owing the We must in some way provide em- | posed which will do so much for the 
—_ el 
STOP AND THINK How do you play 
Why Are Mutual Trust Insurance? 
Agents Successful? 
H & ; f , EVERY now and then, we hear some “man on the 
ere are a few factors that contribute to their prosperity: 99 ° ae . : 
Tuse Wieeee Rt Gesdinn street” remark that he is “in the life insurance 
Up-to-date Policy contracts. game now.” 
Liberal Dividends. 
Polcvhokiare Bevin WHICH probably means that he doesn’t know 
App-a-Week Club with Awards. whether he is going to win or lose, but he is 
poem yg ae Field. Man’s willing to pick up a rate book and give it a whirl 
Problems. . ° ° ° 
Home Office men have grown up in AND it surely is a game if all you have is a rate 
Field Work. ; book 
Home Office Co-operation and Super- . 
vision. ° . 
Stability and Faithfulness. BUT add to it a generous quantity of A®tna sales 
All of these things tend to assist agents along the road to helps and Whatley codperation and you have a 
success. Therefore, it is only natural that with this sort of life 3 4 P 
co-operation both Mutual Trust and its agents benefit. ife insurance business—a good business. 
Send for your copy of : 
“CHOOSING A COMPANY” ANY one of our men wiil tell you that the business 
Carl A. Peterson, Vice President idea has much greater endurance and is a lot 
A. E. Wilder, Director of Agencies more enjoyable than a short-winded frolic. 
LIFE INSURANCE COMPANY General Agent for the 
EDWIN A. OLSON, President Zita Life Insurance Company 
77 West Washington Street ue Gomera 
CHICAGO, ILLINOIS . 
cAs Faithful as OLD FAITHFUL” 230 S. Clark St. Chicago, IIl. 
A MER RR 
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ACTUARIES 








CALIFORNIA 





Barrett nN. COATES 


CONSULTING 
ACTUARY 


354 Pime Street - - San Francisco 








ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone 7298 


CHICAGO, ILL. 








> eae R,. CORBETT 


Actuary 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 





NEW YORK 


oodward, Fondiller and Ryan 
Consulting Actuaries 
Actuarial Service in all branches of In- 
surance and for Pension Funds—Examina- 
tions and Appraisals—Statistical Service and 
Installations — Companies and Associations 
managed under contract—Office Systems and 
Reorganizations — Insurance Accounting and 


Auditing. 
75 Fulton Street New York 








OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 





pared. The w of Insurance a 
Specialty. 
Colcord Bidg. OKLAHOMA CITY 























A. GLOVER & CO. 
° Consulting Actuaries 
29 South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 











INDIANA 





HGH. DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 








HArY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 





OHN E. HIGDON 


ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 








A teenies Cc. GOOD 


CONSULTING ACTUARY 
1416 Chemica! Building 
ST. LOUIS 








NEW YORK 





M** M. Dawson & Son 


CONSULTING 
ACTUARIES 


MW. 44th St. New York City 
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| relief of the farmer as life insurance. 
| Every farmer boy and girl should be 


| taught its value. 


| all their commercial transactions. 


| their value and importance. 


They and their pa- 
insurance in 
Hus- 
band, wife and children are generally 
insurable. 

No other form of credit can measure 
up with legal reserve life insurance for 
the farmer. Business men in the towns 
and cities are already trained to its 
necessity and business life insurance is 
saving thousands of business undertak- 
ings, both partnerships and corporations. 

Every man who has existing obliga- 
tions requiring money, whether actual 
notes at bank, family requirements or 
mortgage indebtedness, can relieve him- 
self of anxiety for the future through life 
insurance. 

Tell these things to farmers. Urge 
Agents so- 
liciting in the country should devote 


rents should include life 


| more time to demonstration than direct 


solicitation. County agricultural agents 
should be instructed to teach life in- 
surance, as well as soil conservation and 
diversity of production. 

Now is the time to make them see 


/how important legal reserve life insur- 

















ance is to their business, their families 
and themselves. How, in fact, the farm 
indebtedness of themselves or neighbors, 
or both, may be lifted by life insurance. 

No man out of debt who owns his 
farm, has it well equipped and the stock 
which the farm can maintain can be 
driven into bankruptcy. He is a prince 
royal and independence is his—crop or 
no crop, good prices or low prices, high 
taxes or low taxes. 

Debt is the chief handicap of the 
unsuccessful farmer. He needs life in- 
surance to meet contingencies. He 
should have life insurance to protect 
his investment in his farm, to educate 
his boys and girls, to secure to them 
additional land and to guarantee neces- 
sary improvements. 

The good farmer who owns his land 
can always borrow money on his farm 
for buildings, stock, or other improve- 
ments. Life insurance will pay off the 
mortgage if death prevents the farmer 
from paying it himself. 





LOCAL ASSOCIATIONS | 





(CONTINUED FROM PAGE 26) 


present nearly 200 members and their 
wives. There was a liberal sprinkling 
of out of town members and guests, and 
altogether the meeting was the most en- 
thusiastic of the year thus far 

The first speaker of the evening was 
Charles Hommeyer, superintendent 
of agencies of the Union Central Life, 


who spoke on the subject of life insur- 
ance as a business and the character of 
the men who were engaged in the hust- 


| 








ness. His talk was both interesting and 
inspiring and very much enjoyed by all 
who heard him. 

The second talk was by Roger B. Hull, 
managing director of the National asso- 
ciation, and he was very enthusiastically 
received. He outlined the proposed pro- 
gram of the association for the year and 
after the meeting was met by and con- 
gratulated by a large number of the 
members present who pledged him their 
whole-hearted support in his new work. 
Mike Schradzki, who was a delegate to 
the Memphis convention, made a report 
of that meeting. 

Za | 

Ottawa, Ont.—At a meeting of the 
life underwriters held recently at Ottawa 
the members listened to pro and con on 
the subject, “Resolved, that life assur- 
ance is the best means of securing finan- 
cial independence.” F. W. Hewston pre- 
sented the affirmative’s case. He stressed 
the absolute security of insurance, and 
the return of the money invested. If a 
man took a $1,000 policy with a $30 pre- 
mium it would yield an insurance profit 
if the man died, and a substantial one if 
he lived. Figures show a man requires 
20 years to attain financial independence. 
Life insurance took no longer than that. 
Opposing the view of Mr. Hewston was 


| Mr. Moulds. 


J. W. Taylor, second speaker for the 
affirmative, said insurance was an ideal 


| way of saving for it gave one a thought 





of the harvest ultimately to be reaped. 
Mr. Taylor also pointed out that 87 per- 
cent of all estates consist entirely of 
insurance. The last speaker was Percy 
Howe, who said that no person ever rose 
to wealth through insurance. 

The three judges, S. P. Quilty, G. C. 
Burbridge and B. R. Gourlay, quickly re- 
turned a verdict in favor of the affirma- 
tive. 

© @ 

Philadelphia.—Robert J. Williams, ed- 
ucational director of the Union Central 
Life, was the speaker at this week's 
sales meeting held under the direction 
of the Philadelphia association. The 
meeting was Thursday afternoon, the 
attendance requiring the removal of the 
meeting from the hotel where it was 
scheduled to the auditorium of the In- 
surance Company of North America. 
Mr. Williams’ subject was “Practical 
Selling Ideas for the Average Agent.” 

*x* * * 

New York—Charles A. Hinkley, who 
conducts a general agency in this city, 
averaging $400,000 of new business per 
man each year, besides producing 
$4,000,000 personally, spoke before the 
New York association Thursday evening. 
This was the third of the “Nine Money- 
Making Sales Talks” prepared by the 
local association. 

x* * * 

Toledo, 0.—At the meeting of the To- 
ledo association Dec. 8 Amos P. Ballou, 
Detroit, manager of the Mutual Life of 


New York, will talk on “The Evolu- 
tion of a Life Underwriter.” 
Ss = & 


Seattle, Wash.—Harry RFR. Ricker, as- 
sistant secretary of the Northwestern 
Mutual Life, addressed the Seattle asso- 
ciation of trust men on life insurance 
trusts Nov. 7. Mr. Ricker is said to 
haye handled approximately $600,000,000 
in trust arrangements under life insur- 
ance policies in a little more than four 
years, 

* & * 

Loulisville.—All life underwriters were 
invited to attend the opening session 
this week of the school of life insur- 
ance underwriting, being given under 
the direction of the Louisville associa- 
tion. Plans for the series of meetings 
were concluded last week and the first 
one opened Thursday night of this 
week with John M. Mulford, president 
of the Cincinnati association, speaking 
on “Knowledge of the Profession a Po- 
tent Factor in the Success of the Life 
Underwriter.” This course is being 
given by the Louisville Institute of 
Technology, in cooperation with the 
Louisville association, Instructors are 
Henry A. Smith, supervisor of the Equi- 
table Life: Irwin Hertzman, general 
agent of the State Mutual Life, and T. 
R. Gers, special agent of the Equitable 
Life of New York. The classes will meet 
two evenings a week and extend over a 
period of four months 

x * 

St. Paul, Mina.—The annual meeting of 
the St. Paul association and election of 
officers will be held Dee, 12. A nominat- 
ing committee has been named composed 
of H. B. Vietor of the Minnesota Mutual 


Life, Thomas Glynn of the John Hancock 


Life, and M. H. Meyer of the 
At the meeting just held, 


Mutual 
Guardian Life 





M. J. Dillon of the Pacific Mutual Life 
reported on the national convention held 
at Memphis. 

* * * 

Columbus, 0.—The Columbus associa- 
tion will hold its next monthly meeting 
on Nov. 23. Dr. W. O. Thompson, former 
president of Ohio State University, who 
recently returned from a trip to Europe, 
will be the speaker. 

s =e & 

Ohio—The Ohio association as its an- 
nual meeting at Columbus this week 
elected the following officers: President, 
O. N. Young, Lima; vice-president, J, E. 
Murray, Cleveland; secretary-treasurer, 
F. A. Lichtenberg, Columbus. The asso- 
ciation voted to cooperate with the 
American Life Convention and the Asso- 
ciation of Life Insurance Presidents in 
anything they may do affecting life in- 
surance matters in Ohio. Mr. Young is 
manager of the Lima branch of the Ohio 
State Life. 

x * * 

Oklahoma—Because of the large num- 
ber of life underwriters who were active 
in the community chest drive conducted 
in Oklahoma City last week, the regu- 
lar monthly meeting of the Oklahoma 
association was postponed until next 
Saturday. Among those actively partici- 
pating in the drive were C. C. Day, gen- 
eral agent for the Pacific Mutual, presi- 
dent; George E. Lackey, Marmaduke 
Corbyn, Neil O'Sullivan and Josephine 
Lincoln, secretary of the association. 

*x* * * 

Lincoln, Neb.—The Lincoln association 
went on record at its November meeting 
as favoring the resolutions of the na- 
tional convention at Memphis condemn- 
ing the maintenance of life insurance 
departments by banks and trust com- 
panies, and also the plan of managers’ 
associations. The secretary was in- 
structed to send a copy of these resolu- 
tions to Governor McMullen and Com- 
missioner Dumont. 

Maurice A. Hyde reported on the re- 
cen: good will tour of Lincoln insur- 
ance men. President C. R. Dobbs said 
that a managers’ association would form 
the most effective instrument for secur- 


ing the legislative recognition which 
the insurance business is entitled to 
receive. 


W. A. Fraser, the only Lincoln man at 
the national convention, reported at 
some length his impressions. 

President Dobbs said published state- 
ments that the association had made 
charges of unauthorized solicitation of 
business in Nebraska by representatives 
of the Bankers National of New Jersey, 
which has no license, were premature, in 
that he had not named any committee, 
as he had been authorized to do. He 
named A. R. Edmiston, Maurice A. Hyde 
and H. H. Loughridge as a committee to 
investigate all statements relating to 
companies doing an unauthorized busi- 
ness. 

x * * 

Des Moines.—F. M. See, general agent 
at St. Louis for the Union Central Life, 
was the principal speaker at the No- 
vember meeting of the Des Moines asso- 
ciation Saturday, taking as his subject, 
“Life Insurance Is Love Triumphant,” 
the same speech he delivered recently 
before the National association at Mem- 
phis. The speaker was introduced by 
F. G. Appelquist, Des Moines general 
agent for the Union Central. E. Carter, 
president of the association, presided. 

It was voted by the association mem- 
bers to accept the offer of the Des 
Moines General Agents & Managers As- 
sociation to underwrite a guaranty of 
$1,000 of the next five years’ salary of 
toger B. Hull, recently named manager 
and general counsel for the National as- 
sociation, the local association to receive 
credit for the guaranty and the general 
agents and managers to accept the full 
liability for the guaranty. 

4 : * 

Los Angeles.—An unusually large at- 
tendance marked the November lunch- 
eon-meeting of the Los Angeles assocl- 
ation. The gathering was a joint ses- 
sion of members of the Trust Officers 
Association of Los Angeles and the un- 
derwriters, Many of the most promi- 


nent trust company executives of the 
city were present. 
A. J. Bledsoe, a prominent lawyer of 


Los Angeles and author of the book, 
“Business Law for Business Men,” de- 
livered an interesting address on “The 
Community Property Law of California 
in Relation to Life Insurance and Life 
Insurance Trusts,” The meeting con- 
cluded with a brief greeting on behalf 
of the trust companies by Senator L. H 
Roseberry, vice-president and chief 
trust officer of the Security Trust & Sav- 
ings Bank. 
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Round Out YourService = 
Builders 


Here’s a policy that will back up every talk- 
ing point of company and service. Think it 


— Our principal strong point is 
Any natural death .......... $ 5,000 the will to give a service which 
Any accidental death ... 10,000 will be appreciated by our own 
Certain accidental deaths .... 15,000 staff and respected by others. 
Accident Benefits ..... $50 per Week 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


(Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





ALL IN ONE POLICY 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


Our records show that policies 
have been issued on 79% of 
the applications within three 
days after reaching the home 
office. 





There may be an opportunity in your town. HOME OFFICE 
Our Vice-President, Eugene E. Reed, will F. @ M. BANK BUILDING 
tell you all about it. Write him direct—and 


aa. Southern Union Life 
U N I T E D L I F E FORT soieeatai TEXAS 


AND ACCIDENT INSURANCE COMPANY |] |... —- 


Concord New Hampshire tind Vice-President 


i Inquire! if 


























































































































A Hopeless Case? ow 
Not at All! | 3 Coa 
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policy that will close it! , M0 ,® 
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—is its line of policy contracts. 

They are real salable policies. They 

are up to date. They are backed by 

an organization NEW BUT EN 
PERIENCED. They are sold by 

The Citizens Na- oe Ns , 

tional Life began agents who want nothing in the 

writing Secinees z ; ; : 

yp - ~~} way of sales aids. 

plus $200,000 


which will mmme- 


90.00 Why not write? 


M™MEORTITPFIATAY 


NATIONAL LIFE INSURANCE CO. East St.Louis ILL. 


Ww EE Ea2¢43sivaw 


J. G. BARDILL GEORGE KABURECK : 
President Sec. and Gen. Mgr : 

















Y 4 
“0% 
€.% % 
6 %% 
% 
2 “.4¢2 
XS 
oo 
os ‘ 





















































fe 
- 
7 
oa 
7 
7 
7 












































































































































































































































XUM 








THE PROMISED LAND 


MV OSES, looking down from the mountain top over Jordan, saw 
‘*a land flowing with milk and honey’ but his people on the 
plains below saw only a desolate wilderness.— Moses had VISION. 


Insurance men of vision today are looking for companies who 
can supply a service properly adapted to underwrite the many 
varieties of personal protection which our present standards of 


living make necessary. 


To meet this demand we provide for our Fieldmen: 


Accident Coverage Life Coverage 


A policy for every occupation Net rate non-participating policies 
Non-cancellable Income Contracts Juvenile Policies 
Special Auto and Travel Policies Special policies that sell and stay sold 


A Record-Breaking Company With 
A Record-Breaking Future 


Sentinel Life Insurance Company 
KANSAS CITY, MISSOURI 





